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ASSETS 


Cash 
Bonds: 
Fully Guaranteed by U. S$. Government . 
State, County and Municipal 
Railroad ke at * 
Utilities 
Industrial and Miscellaneous 
Stocks: 
Preferred and Common Stocks . 
Insured Savings and Loan Shares and Capital Stock of Member Banks of 
Federal Deposit Insurance Corporation 
First Mortgage Loans on Real Estate 
Home Office Building... 
Real Estate Sold under Contract 
Other Real Estate . ‘ 
Loans on Company's Policies 
Collateral Loans 
Interest Due and Accrued and Sundry Assets 
Premiums Due and Deferred 
Total Admitted Assets 


Increase in Insurance in Force . 


1948... Increase in Assets 


LIABILITIES 


Claims Due and Unpaid 

Claims for Which Proofs are Not Complete . 

Premiums and Interest Paid in Advance and Premium Deposit Funds . 
Reserve for Taxes Payable in 1949... eae 
Reserve for Depreciation of Home Office Building 

Sundry Liabilities ae ager te 


Funds Exclusively for Protection of Policyowners 


Full Policy Reserve on All Outstanding Legal Reserve Policies 
ee. kk 8 ee ee oe o> ines SOA 
Pee ee eee eee ee ee 


ee 4 & 4 ee we Oe OR eee ee 250,000.00 
Surplus... le Sea tare Beg re 1,0U0,000.00 


SURPLUS TO POLICYOWNERS . 
Total Liabilities , 


$ 2,170,445.00 


2,814,110.35 
89,123.66 
251,046.57 
1,482,373.75 
1,272,436.55 


1,256,239.67 


851,684.78 
8,478,060.69 
325,000.00 
19,763.05 
111,463.62 
1,384,699.47 
15,837.72 
149,898.66 
702,042.81 
21,374,226.35 


14,855,667.00 
1,634,480.95 


NONE 
148,002.90 
495,271.74 

80,000.00 
35,750.00 
234,245.39 


17,231,282.38 
1,686,323.98 


1,463,349.96 
21,374,226.35 


PAYMENTS TO POLICYOWNERS AND 
_ INSURANCE IN FORCE BENEFICIARIES SINCE ORGANIZATION 


$151,118,453.00 $48,800,138.35 
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GR te ee ANG) § 105525007 Policy Reserve Required bylaw . . . . . . « $82,416,810.90 | ee 
Bonds ee ee (489%) — 44,877,964.19 Policy Funds Left With the Company... . .  6,651,447.03 Mf |°rne" 


U. S. Government pichy-) ae $14,288,894.08 
eee eee. ... Saeereners Policy Claims Awaiting Final Papers... . . . 298,865.96 


Public Utility.......... 11,903,592.54 
> © 2 Se 260,805.29 


Miscellaneous ......... 563,723.84 

Mortgage Loans Guaranteed by 

U.S. Agencies. . . . . « « « (16.5%) —16,139,779.20 Interest and Premiums Paid in Advance. . . . . —1,662,635,98 

a, a he peek le Dividends to Policyowners Payable to Dec, 31, 1949 557,103.13 
Bn eee Other Liabilities ......... 4... 756,340.50 


Real Estate... 1. 1 we es ( 8%) 759,661.37 
Home Office ............ $613,708.01 TOTAL LIABILITIES °e 2 6-8 & ee $92,604,008.79 


Sold on Contract.......... 145,953.36 
Due and Accrued Interest... . . ( 6%) 548,020.25 Excess Protection for Policyowners . . . . . .  5,000,498,23 
Due and Deferred Premiums eo) ee ( 1.5%) 1,495,816.06 on ere Oe ree aren ere $ 828,580.00 
Other Assets. 1. 1 we ee (IM) 86,047.91 Gs ila eae 4,171,918.23 


TOTAL ASSETS . . (100.0%) $97,604,507.02 TOT ee eo $87,604,507.02 
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Senate Committee 
Would Drop Tax on 
Death-Duty Cover 


Aim Is to Ease Burden That 
Forces Small Firms to Sell 
Out to Big Ones 


WASHINGTON—The Senate com- 
mittee on the problems of small busi- 
ness, headed by Wherry of Nebraska, 
has recommended in its final report that 
insurance carried by a wife or children 
to pay estate taexs be taken out of the 
insured’s estate even if the insured pro- 
vides the funds to pay the premiums. 
The purpose is to ease the combined 
income and estate tax pressure which 
forces many small companies to sell out 
to larger ones t ‘ 

The committee cites a hypothetical 
case appearing in a report by the fed- 
eral trade commission on the merger 
movement. This is a company with a 
net worth of $1 million, having about 
150 employes and earning after corpo- 
rate taxes $100,00 a year, or 10% of 
capital. Of this, $50,000 is retained in 
the busines for growth and contingen- 
cies and $50,000 is distributed in divi- 
dends. The owner draws a salary of 
$20,000 a year. 


Burden Is Too Heavy 


Out of his total income of $70,000 a 
year, a single man would pay about $38,- 
000 in taxes and keep about $32,000. A 
married man would pay about $30,000 
and keep about 40,000. The state and 
federal estate tax on a business worth 
$1 million may be over $300,000, 
whether it strikes entirely on the own- 
er’s death or on the death of the owner 
and the subsequent death of his wife. If 
the owner of the business was able to 
save from $10,000 to $20,000 a year, liv- 
ing on $20,000 a year, it would take him 
from 15 to 30 years to build up a fund 
to pay the estate tax on his business. 

However, the FTC report points out 
that most individuals don’t build up this 
kind of a business until they are beyond 
40. Since all previous savings are apt to 
have been put into the business, the like- 
liest practical solution for the financial 
dilemma in which such an owner finds 
himself is to convert his ownership to 
cash or some kind of liquid security by 
selling out to a larger company. If he 
continues to own the business, he is 
multiplying the hazard which at best 
inheres in passing it on to new manage- 
ment by leaving the new owners with a 
substantial cash liability against their 
ownership of the business. In fact, 
if he did succeed in building up $300,000 
to pay the estate tax on his business, 
he would then have to find another 
$125,000 to pay the estate tax on his 
estate-tax money. 


Promotes Concentration in Industry 


This situation is by far the most pow- 
erful force in promoting mergers and 
concentration of industry today, accord- 
ing to the FTC. 

To permit owners of independent 
businesses to provide for payment of the 
estate tax without forcing them into 
a mrger, these modifications are rec- 
ommended by the FTC: ; 

(1) Exemption from the estate tav of 
insurance or other liquid funds accumu- 
lated and earmarked for payment of the 
tax. The federal estate tax on a company 


(CONTINUED ON PAGE 25) 
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Travelers Takes 
Competitive Step 
on Group Annuities 


Travelers has introduced a program 
of lowered initial premium rates for 
group annuities which places that com- 
pany in an extremely competitive posi- 
tion. The management intends to foo 
attention on this activity and the sales 
development staff is to be enlarged. It 
is believed that the trend of interest 
rates has prompted Travelers to enter 
the group annuity competition aggres- 
sively. 

There -was an increase from 2% to 
21%4% in the interest basis for group 
annuities. This is equivalent to a re- 
duction of about 5% in the past service 
premiums; a reduction in current serv- 
ice premiums on employer-pay-all plans, 
somewhat greater than 5%, and a reduc- 
tion in the employer’s share of the cur- 
rent service cost in contributory plans 
of about 9%. 

The new rates are applicable to out- 
standing quotations for standard plans. 
Producers are being requested to ask 
for new cost figures only where the 
prospect is seriously interested and is 
not merely shopping. 





List Investment 
Seminar Speakers 


The Life Officers Investment Semi- 
nar, sponsored by the American Life 
Convention Financial Section and Uni- 
versity of Chicago’s school of business, 
which will be held June 14-25 at Beloit 
(Wis.) College, will have among its 
lecturers Dr. Sumner H. Slichter, Har- 
vard University, who will discuss the 
outlook for business activity; Prof. Har- 
ry Guthmann, Northwestern University, 
“The Demand for Funds, Business and 
Government”; Roger Valentine, econo- 
mist of Halsey Stuart & Co, “The 
Sources and Volume of _ Investable 
Funds”; Prof. Louis Shere, Indiana Uni- 
versity, “The Impact of Taxation on 
Investment”; Dr. Benjamin H. Beckhart, 
professor of banking, Columbia Univer- 


‘sity, “Trends in the Banking System”; 


John K. Langum, vice-president Fed- 
eral Reserve Bank of Chicago, “The 
Federal Budget and Public Debt Pol- 
icy,’ and Jacob Viner, professor of Eco- 
nomics, Princeton University, “Interna- 
tional Relations and Investment.” 

Also Charles C. Colby, chairman Geo- 
graphy department, University of Chi- 
cago, “Location Patterns’; Sam H. 
Schurr, Labor department, “Changes in 
Technology”; Leo Wolman, professor 
of economics Columbia University, “La- 
bor-Management Relations”; G. Corson 
Ellis, partner in A. T. Kearney & Co., 
Chicago, “Evaluation of Managerial 

fficiency”; Roy Wenzlick, St. Louis 
real estate expert, “Trends in the Real 
Estate Market”; Jules I. Bogen, pro- 
fessor of finance New York University, 
“Railroad Securities”; and Louis H. 
Whitehead, Louis H. Whitehead & Co., 
New York City, “Electric Light and 
Power Securities”. 





Speakers for Ark. Congress 


The Arkansas sales congress at La- 
Fayette hotel, Little Rock, April 1 will 
have as speakers Herschell Emery, gen- 
eral agent Mutual Benefit Life at Nash- 
ville; A. E. Minze, superintendent Na- 
tional Life & Accident, Houston; and 
Daniel P. Cahill, director of the Purdue 
course. Myron E. Dean, manager Amer- 
ican United Life, Little Rock, is chair- 
man. 


Yield Rates Drop 


on High-Grade 
Security Issues 


Slackening of earlier heavy demands 
for financing on the part of industrial 
and commercial enterprises has slowed 
the upward movement of interest rates 
in high grade securities and may even 
have reversed the trend, according to 
securities market indications. 

The lessened demand is partly due to 
corporations having completed the nec- 
essary financing for their post-war ex- 
pansion programs and partly to a wait- 
and-see attitude toward further expan- 
sion among these and other firms. 

One result has been a return to a 
sellers’ market in high grade bonds. An 
outstanding example of the trend was 
the recent success of Halsey, Stuart & 
Co. in getting the $10 million issue of 
West Penn Power long-term bonds on a 
basis that would yield only 2.82% to 
buyers. The bond house bid up the 
price to more than $5 per $1,000 bond 
Over its nearest competitor. This ob- 
viously indicates a belief that such 
bonds are so scarce that there would be 
no trouble in. selling them even at yield 
basis of only 2.82%. Bond men gen- 
erally feel that Halsey, Stuart has 
appraised the market correctly. 

Even though long-term governments 
are selling above the pegged prices the 
scarcity of other high-grade investments 
has resulted in life companies doing 
little to dispose of government holdings 
as compared with what they were doing 
last fall. 


McCarran Resolution Is 
Referred to Subcommittee 


WASHINGTON—The Senate com- 
mittee on judiciary at its meeting Mon- 
day, following discussion, decided to 
refer the McCarran resolution for in- 
vestigation of the life insurance industry 
to a five-man subcommittee. Senator 
McCarran was authorized to name the 
subcommittee. 

The subcommittee will consider the 
resolution, hold hearings and determine 
what disposition should be made of the 
resolution. : 

Action of the Senate judiciary com- 
mittee in referring the McCarran reso- 
lution to a specially authorized sub- 
committee is regarded as indicative, if 
not of opposition to the resolution, at 
least of doubt as to what the committee 
thought the best thing to do about 
the matter. 

The reference was by agreement, it 
was stated, no formal vote having been 
taken. The proposed subcommittee 
could do anything about the resolution, 
including informally investigate, hold 
hearings, recommend adoption of the 
resolution, pigeonhole it, etc. 

Appointment of the subcommittee was 
delayed by the filibuster over Senate 
rules, which kept Senator McCarran tied 
up until the small hours of the morning. 








Investment Stir in N. J. 


Trustees of New Jersey’s $50 million 
disability benefit fund are taking steps 
to engage professional financial advice 
after a wave of adverse publicity fol- 
lowed their purchase of $5 million in 
New York state housing bonds. The 
announcement was made by State 
Treasurer Dickerson, who investigated 
the purchase for the governor after the 
deal caused a stir in the bond market. 
Schwamm & Co., New York securities 
dealers, made a profit of $185,000 on 
the transaction and turned down Dick- 
erson’s request that they return part of 
the profit. it is reported. 


Wash. Passes UCD 
Bill; First to Lack 
Backlog Fund 


Follows Cal. Pattern: 
Permits Private Plans; 
Governor's O.K. Assured 


The Washington legislature has 
passed and sent to the governor a 
California-type cash sickness benefit bill. 
Like the California law the Washington 
bill permits substitution of private in- 
surance for state fund coverage but un- 
fortunately it also follows the California 
pattern in putting the 1% tax entirely on 
the employes, Where the employer pays 
part of the tax or premium, as in New 
Jersey, he has an interest in keeping 
malingering and faking to a minimum. 

If signed by the governor, and there 
appears to be no doubt it will be, the 
measure will be the first to be enacted 
without the benefit of a backlog of funds 
built up over the years by employe con- 
tributions to the state’s unemployment 
compensation system. California, for ex- 
ample, had a $306 million kitty to start 
with but Washington will have only 
what it can build up between July 1, 
when taxes start, and Jan 1, 1950, when 
benefits become payable, plus $30,000 
special appropriation, which must be 
repaid by July 1, 1950. 


Inauspicious Beginning 


If the present trend in employment 
continues the plan will have the further 
handicap of starting off at a much less 
favorable level of employment than the 
California plan enjoyed at its inception 
and may be plagued by a much greater 
tendency among employes to report sick 
whether they are or not. 

The 1% tax on employes would be on 
the first $3,000 of annual wages. Em- 
ployes are not liable for taxes if covered 
by private plans conforming to pre- 
scribed standards. It is understood that 
such abatement of taxes is effective im- 
mediately upon coverage under a private 
plan, including any period of coverage 
prior to Jan. 1, 1950, when the initial 
state fund is being built up. 

Benefits extend for 26 weeks per bene- 
fit year at unemployment compensation 
rates, with a minimum weekly benefit of 
$10 and a maximum of $25. With minor 
exceptions, a seven-day waiting period 
for each disability is provided, 


Continues During Unemployment 


_ Eligibility for benefits continues dur- 
ing periods of unemployment so long as 
the employe has wage credits in his base 
year. Private plans are to be assessed, 
without limit, for sick benefits paid 
through the state fund to unemployed 
individuals, according to base period 
wages. In the event of termination of a 
private plan prior to Dec. 31, 1951, a 
three months’ free extension of benefits 
must be provided. 

Approval is withheld from private 
plans which will “result in a substantial 
selection of risk adverse to the disability 
compensation fund.” 

If a person is also covered under the 
workmen’s compensation act or any 
federal compensation law, no betiefits 
are allowed under the UCD law. It is 
provided that the workmen’s compensa- 

(CONTINUED ON PAGE 27) 








2 


FieNATIONAL UNDERWRITER. 


Bi 


March 18, 1949 








Mass. Mutual G. A.s 
Hold Three-Day 
Rally at Palm Beach 


Opening the three-day business con- 
ference of Massachusetts Mutual Life 
general agents association at Palm 
Beach this week President Alexander T. 
Maclean reviewed the progress of the 





L. J. Kalmbach 


A. T. Maclean 


company and sounded a challenge for 
continuing sales growth and develop- 
ment along all lines. He said that clear 
thinking, careful planning, and aggres- 
sive action in the field as well as in the 
home office will be the need of the fu- 
ture, a need even more pressing than in 
past years, 

Leland J. Kalmbach, vice-president, 
gave a frank discussion of the company’s 
competitive position and splendid ac- 
complishments. 

Chester O. Fischer, vice-president in 
charge of agencies, introduced new gen- 
eral agents and closed the conference 
with a forthright address on “Our Re- 
sponsibility.” 

John W. Yates, general agent at Los 
Angeles and retiring president of the 
association, presided Monday morning 
and spoke on “The Will to Succeed.” 


Presents Service Emblem 


General agents, company officers, and 
Wives in attendance were guests of the 
company at an informal dinner Monday 
evening when: Mr. Maclean presented 
service emblems to 13 general agents 
who have been with Massachusetts Mu- 
tual from 25 to 45 years. Special recog- 
nition was given to George Roberts and 
Desmond J. Lizotte, general agents at 





o. 


Fischer 


Cc. 


John W. Yates 


Wheeling, W. Va. and Lawrence, 
Mass., respectively, whose agencies won 
the championship and runner-up tro- 
phies in the quota buster contest last 
November. 

Tuesday morning C. Lowell McPher- 
son, training consultant, and James J. 
Bergen, assistant, explained the new life 
insurance coordinating service, “Design 
for Security,” now being introduced to 
the agencies. Also featured Tuesday 
morning was an open forum in which 
general agents asked questions of com- 
pany officers and fellow general agents. 

Harry I. Davis, general agent at At- 
lanta, was announced as the winner of 
the Perry achievement award presented 
by the general agents association to the 
agency with the best all around record 
during the past year. 

Wednesday morning, General Agents 

(CONTINUED ON PAGE 27) 






10th Anniversary as Penn Mutual Head | 








In honor of John A. Stevenson’s 
tenth anniversary ‘as president of Penn 
Mutual, a testimonial dinner was given 
for him by the general agents’ associa- 
tion. At the head table as shown above, 
were James M. Royer, general agent at 
Chicago; Eric G. Johnson, vice-presi- 
dent; Mr. Stevenson; Kenneth W. Con- 
rey, general agent at Pittsburgh; Sena- 
tor George Wharton Pepper, a trustee; 
and Joseph Marr, general agent at 
Washington. 

Present from the field were 21 agents 
and seven general agents, chosen by lot, 
and the officers of the general agents’ 
association. 

Mr. Stevenson was presented a silver 
tray suitably inscribed, the presentation 
being made by Mr. Conrey, who is presi- 
dent of the association. Mr. Johnson 
was toastmaster. 

Mr. Stevenson said, in his response, 
that those in the business are inclined 
to feel that everybody has an opportun- 
ity to buy life insurance yet Superin- 
tendent Dineen of New York recently 
pointed out that the New York savings 
banks found that 20% of their savings 
bank life insurance policyholders had 
never been asked to buy life insurance. 
A similar survey in Massachusetts 


showed that 14% had never been asked, 
and that among those that didn’t own 
insurance, 


life 40% had never been 


C 


WHICH 


ing retirement insurance plans: 


* 
pS The 
OMMONWEALTH 


Commeniary 


This analogy has been found very helpful many times in sell- 


The fact that a man has a destination presupposes his having 


asked to buy life insurance. 

Mr. Stevenson said that just as the 
statements about the safety of life in- 
surance are accepted today because ac- 
tual experience has borne them out, so 
the picture of a great public service and 
personal service institution wil be ac- 
cepted in the future only to the extent 
that people in the field make the picture 
a reality. They must do this, not merely 
by increasing production, but by build- 
ing protection, in cooperation and help- 
fulness and human understanding, and 
in blazing new trails that will bring 
greater security to more people. 


U. S. to Issue Leaflets 
on Business Insurance 


WASHINGTON—As part of its 
series of publications in the line of aids 
to small business, the Department of 
Commerce office of small business will 
soon publish four leaflets on business 
life insurance. That is the title of the 
first, the other three dealing with ap- 
plication of life insurance to protection 
of small business concerns—proprietor- 
ships, partnerships and corporations, re- 
spectively. Life interests have collabo- 
rated in preparation of these leaflets, and 
it is planned to seek assistance of the 
National Assn. of Life Underwriters in 
their distribution. 







ROAD? 


to use some road or thoroughfare to reach that destination. 
By following a rough, winding, uncharted road, his journey 
will take much longer, and be dangerous and uncertain; in- 
deed, he may not reach his destination at all. But by follow- 
ing a highway which is clear, straight, and charted all the 
way, he guarantees for himself a safe, smooth journey; a safe, 
sure arrival at his destination. 


In a man’s financial journey toward the goal of security after 
65, he may follow the road of bonds, real estate, or bank 
savings. But this road is fraught on all sides by the dangers 
of depressions, low interest rates, bad investments, or death. 
He can also follow a highway that is clearly marked and pro- 
tected every step of the way and at the end of which awaits 
financial security, safe and certain. This is the highway of 
Life Insurance. 


{[Insurance in Force — January 31, 1949 — $397,065,393 
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for 48 Given at 
Business Conference 


NEWARK-—lInvestments made dur- 
ing 1948 by Prudential reached a new 
high mark with mortgage loans closed 
and industrial securities purchased to- 
taling $1,075,463,000, Carrol M. Shanks, 
president, said at 
the opening of the 
three-day district 
agencies business 
conference. 

Investment activ- 
ities increased par- 
ticularly at the lo- 
cal community 
level during 1948. 
Insurance produc- 
tion for 1948 
totaled $2,855,000,- 
000, of which group 
life sales were’ 
$353,000,000. 

Investment results, according to Mr. 
Shanks. reflect Prudential’s program of 
making its financial resources available 
to a greater number of individuals and 
enterprises. 


Closed $644,123,000 on Mortgages 


Mortgage loans closed for the year 
were $644,123,000 which represented 69,- 
334 individual loans averaging less than 
$9,300 each. Real estate purchases were 
handicapped by high asking prices and 
a scarcity of offerings with dependable 
long-term earning prospects with the 
result that they amounted to only $13 
million. The combined mortgage loan 
and real estate investment at the end 
of 1948 was $1,829,332,000, which rep- 
resented a substantial increase over the 
previous year. 

Industrial bonds of $391,714,000 and 
preferred stocks of $39,626,000 were pur- 
chased during 1948 and produced a 
year-end total of $1,096,556,000. This 
tops all previous peaks and is the first 
time that the holdings of industrial se- 
curities exceeded the billion-dollar mark. 
Both bond and mortgage loan invest- 
ments made in 1948 showed a slight in- 
crease in yield. 


Assets Now $7,846,101,629 


Total assets were $7,846,101,629 at 
Dec. 31 as against $7,321,488,722 a year 
earlier. 

Total production of new business, ex- 
cluding group insurance, amounted to 
$2,502,000,000 as against $2,570,000,000. 
The decrease was caused by reduced 
debit business, regular ordinary pro- 
duction continuing above last year’s 
figure. 

Insurance in force is now $29,635,- 
000,000 up $1,690,000,000. 

In 1948 production of group life and 
group annuities set a new record. Mr. 
Shanks cited the company’s experience 
in New Jersey as indicating that many 
businesses preferred private disability 
coverages to state funds where such a 
‘choice existed. 

Describing the operations of Pruden- 
tial’s new western home office in Los 
Angeles, Mr. Shanks said that by the 
year-end it had a staff of 1,331, of whom 
only 377 had been permanently trans- 
ferred from Newark. 

Surplus is $87,785,618, up $1,002,970, 
besides which there is an additional re- 
serve required by New Jersey law for 
mortality fluctuations or possible de- 
preciation of assets amounting to $330,- 
549,591, up $27,587,767. 

The business conference, attended by 
h 


Cc. M. Shanks 


more than 400 district managers, whic 
opened Monday, continued throug 
Wednesday. The conference dinner was 
held that evening at the Hotel Com- 


modore, New York City. Holgar J 
Johnson, president of the Institute of 
Life Insurance, was the _ principal 
speaker. 
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Prudential Results 
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N. Y. Version of 
Cash Sickness 
Plan Is Unveiled 


New, Simplified Approach 
Used—Gratted on Work- 
men’s Compensation Setup 


NEW YORK—The New York ver- 
sion of cash sickness and disability 
benefits legislation, as announced by the 
joint legislative committee on labor and 
‘dustry, is expected to encounter strong 
opposition from some labor groups 
leaving doubt as to its chances of pas- 
sage. It authorizes private companies 
to write the coverage in competition 
with the state fund and involves a new 
approach to the problem as it is tied in 
with workmen’s compensation coverage 
rather than unemployment insurance. 

The bill goes to both houses as a 
Republican measure. rather than a bi- 
partisan bill because the Democratic 
minority refused to go along with the 
committee’s method of financing. li 
all Democrats adopt the position of the 
the committee the defection of three 
Republicans in the senate could block 
any action at this session. Observers 
predict, however, that the unions will 
make a show of opposition to the bill 
and then accept it rather than risk not 
having any legislation passed at all. 

Action on the bill is expected before 
March 26 when the legislative session 
is expected to adjourn for the year. 


To Start July 1, 1950 


The measure provides benefits from 
$10 to $26 a week depending on wages 
for a maximum of 13 weeks in any one 
year to those covered under the bill if 
they become ill while employed or 
while receiving unemployment insur- 
ance benefits. The first of the benefits 
would not be payable before July 1, 
1950. No one may collect under the pro- 
posed law while receiving either work- 
men’s compensation or unemployment 
insurance. 

The bill provides for wage deduc- 
tions of % of 1% but not more than 
30 cents a week from all employes, All 
costs in excess of this contribution will 
be met by employers, and it is estimated 
the cost to employers will be about the 
same as what the employe pays. Cover- 
age may be purchased from the state 
fund or from’ companies licensed to 
write A. & H. business in the state, or 
the self insurance route may be used. 
Employers of four or more persons are 
subject to the bill except for religious, 
charitable and educational institutions 
and farmers, and state and political sub- 
divisions. Employers of less than four 
persons and exempted employers can 
elect to bring their employes under the 
law by voluntary action. The bill pro- 
vides for a waiting period of one week. 
Differing from other states where the 
legislation has been enacted, the plan in 
New York state will be administered 
by the Workmen’s Compensation Board. 


13 Week Payments 


Though other states provide for bene- 
fit payments for as long as 26 weeks the 
13 week limitation is not considered as 
halving the protection since few ill- 
nesses last that long. 

The legislation is expected to cover 
an estimated six million workers with 
Premiums to approach $100 million an- 
nually. 

_ Existing plans will be allowed to con- 
tinue although they will undoubtedly 
be expected at least to equal the mini- 
mum benefits provided for in the bill. 

A special fund for paying benefits 
to unemployed persons who become ill 
(CONTINUED ON PAGE 27) 
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List Speakers for 
N.Y. CLU Forum 


M. Albert Linton, president Provi- 
dent Mutual, will be moderator of the 
all-day forum on current economic and 
social trends to be held in Town Hall, 





M. A. Linton R. C. Hutchison 


New York City, April 7 under the spon- 
sorship of the New York City C.L.U. 

Dr. Ralph C. Hutchison, president of 
Lafayette College, Benjamin Strong, 





P. 


Smith 


L. 


Dr. L. I. Dublin 


president of United States Trust Co., 
P. L. Smith, president of National Assn. 
of Electric Companies, and Dr, Louis I. 
Dublin, 2nd vice-president and _ statis- 


tician of Metropolitan Life, will be the 
speakers. 

Dr. Hutchison will discuss “Trends in 
Democracy”; Mr. Strong, “Trends in 
Finance”; Mr. Smith, “Trends Toward 
Socialism”; and Dr. Dublin, “Our Aging 
Population.” 


CLU Head Urges Creation 
of Monetary Commission 


PHILADELPHIA—“We should urge 
that Congress create a monetary com- 
mission, charged with the responsibility 
of making a technical and practical study 
of our monetary problems,” Martin I. 
Scott, Equitable Society, Los ,Angeles, 
president of American Society of C.L.U., 
told the Philadelphia chapter at a lunch- 
eon. 

Mr. Scott pointed out that the role of 
life insurance is to provide basic se- 
curity for the family and for business 
and that its funds should be protected 
for that purpose. Policyholders have a 
right to expect that dollars received on 
the maturity of a contract will have 
the same purchasinig power as when the 
contract was purchased. He said that 
a free country is as strong as its cur- 
rency and people remain free to estab- 
lish new enterprises only so long as 
their savings and capital are protected 
by ‘sound currency. 

Mr. Scott made the point that this 
country excels the rest of the world 
in management and tools and unless 
efficient management is encouraged and 
investors are willing to supply the funds 
for the purchase of tools and equipment 
the earnings of labor will be reduced 
to the standard of other countries where 
there is a larger supply of labor but no 
encouragement for investors. 


Pick Hotel for 1950 NALU Mid-Year 


The 1950 midyear meeting of National 
Assn. of Life Underwriters, scheduled 
for Oklahoma City, will be held at the 
Biltmore hotel in March. 











One of the staff of the 


it her problem. 








Baby Sitter 


recently found himself with what has become a typical 
problem of American family life. 
wanted to attend a formal dinner but their three chil- 
dren were down with measles. The regular baby sitters 
on the list would not risk taking the assignment for fear 
of carrying the contagious disease to some other babies. 


In desperation the father called a woman recom- 
mended by a friend. For the same reason she was not 
available. In discussing the matter, the father remarked 
that he was with the Penn Mutual, whereupon she said 
that she was a beneficiary under her late husband’s 
Penn Mutual insurance, which took such good care of 
her regular income that she did baby sitting only to 
employ spare time. She said she was so enthusiastic 
about her life insurance benefits that she would make 


She kept her promise, contacted the local school 
nurse, to learn the proper precautions, and she herself 
came to act as the baby sitter. 


THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 


Penn Mutual Home Office 


He and his wife 














Mutual Holds 


Managerial Rally 
at White Sulphur 


WHITE SULPHUR SPRINGS, W. 
VA.—Louis W. Dawson, in his first ad- 
dress to agency managers of Mutual Life 
since his election as executive vice-presi- 
dent in January, declared that there 
would be no change in the policies estab- 
lished by his predecessors. 

The principles set down nearly a dec- 
ade ago to guide the company’s ser- 





Dawson 


L. W. 


Roger Hull 


vices, training, selection and other op- 
erational phases “were basic and had the 
full support of every member of the 
company team,” he said in his welcom- 
ing address to more than 100 attending 
the conference of managers and home 
office officials. 

Hull Is Chairman 

Roger Hull, vice-president and mana- 
ger of agencies, was conference chair- 
man. Other officers participating in- 
cluded Leigh Cruess, vice-president and 
chief actuary; Oliver M. Whipple, fi- 
nancial vice-president; Henry Verdelin, 
vice-president and manager of real es- 
tate; J. McCall Hughes, comptroller; 
Donald B. Woodward and Clifford B. 
Reeves, 2nd vice-presidents; Andrew C. 
Webster, manager of selection; Edward 
H. Wells, actuary; and Dr. Richard L. 
Willis, chief medical director. 

Mr. Dawson, referring to the policies 
established by Louis W. Douglas and 
the late Alexander E. Patterson, said 
that in all activities of the company “the 
emphasis has been on the positive ap- 
proach.” 

This spirit, he continued, develops in 
an organization a “forward looking, con- 
structive and creative outlook, always 
seeking to do a better job at lower cost. 
That is the spirit of American business 
enterprise, and we in the life insurance 
business should be its greatest leaders.” 
Woodward Discusses Outlook 

Mr. Woodward, in his address on the 
prospects for business, told the managers 
that they could begin the second half of 
the 20th century “with vastly more as- 
surance and confidence” than they could 
have felt at the opening of the first half 
of the century. 

Looking to the future, Mr. Woodward 
outlined the following factors as influ- 
ences in the business outlook: 

1. The average income of an average 
four-person family should rise from its 
present level of about $6,000 to $9,536 
by 1975, according to past trends. 

2. The life expectancy of a 32-year 
old woman should gain 3 years by 1975, 
reaching to age 77. The life expectancy 
of a 35-year-old man should pick up 
2 years, reaching to age 72. 

3. Children, who in 1900 customarily 
left school at about age 14 and who now 
leave most frequently at 18, are likely 
to stay in school until at least age 20 
by 1975. 

4. By the end of the next quarter-cen- 
tury, more than 36% of all women of 
working age are likely to be employed, 
compared with 30% now and 20% in 
1900. 

5. By 1975 there will be at least 30 
million more persons in this country 

(CONTINUED ON PAGE 25) 
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Hear UAW May 


Form Own Insurer 


It is said that the UAW-CIO has 
plans to set up ah insurance company 
to write the pension and casualty bene- 
fits in the event the auto companies fail 
to arrange coverage through commercial 
insurance companies. Then it will pro- 
ceed to demand that any pension or in- 
surance benefits that it wins be chan- 
neled through this company. 

The union is currently employing sev- 
eral experts and actuaries on a fee basis 


to study the problems involved. Ap- 
parently the union is making prepara- 
tions to set up a trust fund in each 
local. ~ 

Those familiar with union tactics do 
not underrate the determination to push 
demands for pensions and _ casualty 
cover, but they do expect the UAW to 
compromise with the big. automobile 
manufacturers. Insurance people figure 
that when the auto workers say they 
want a $100 month pension paid for 
entirely by the auto companies, they are 
asking for something they do not ex- 
pect to get immediately. It is felt that 
the auto companies will probably coun- 


ter with a more normal type of pension 
plan. 

By normal is meant a plan costing 
about 12 cents of every wage dollar, 
the cost divided up between employer 
and employe. Under such a plan, the 
workers would contribute normally 
about 4% while the employer would 
contribute the remaining eight. How- 
ever, the giant auto manufacturers being 
in the top bracket, income tax considera- 
tions would figure out to the point 
where the employer was also paying 
about 4%. The insurance people see 
less opposition likely to demands for 
casualty coverages. 



























Successful sales aids are a plus factor. In the 
most recent competitive exhibits of the 
Life Advertisers’ Association, our Company 
won the Sweepstakes award, highest honor 
in its class. 
Yes, we are constantly devoting careful 
thought, and our productive facilities, to 
giving our men tools which make the 
selling job easier . . . surer. 
When selling help is wanted, our men turn 
to our COMPLETE sales promotion kit. 


ROLLAND E. IRISH, President 
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It is understood that the UAW de- 
sires full-pay hospital coverage. The 
union has not been too specific on the 
other casualty benefits it desires and 
these will be developed during the ne- 
gotiations. Those who are familiar with 
the workings of the union feel that it 
is very determined to win some sort 
of pension and insurance concessions 
from Ford, Chrysler and General Motors 
in that order. 

It is understood that UAW envisions 
as trustees the pension plan represen- 
tatives not only of the auto industry and 
of the union, but members of the gen- 
eral public as well. This is regarded 
Dy some in the insurance industry as a 
move to gain public support for the 
program. 





Bankers of Neb. to Hold 
Three Regional Seminars 


Bankers Life of Nebraska is inaugu- 
rating a series of field Sales seminar 
programs for the top salesmen who 
will gather at Cleveland, Lincoln, Neb., 
and San Francisco. 

The San Francisco meeting will be 
April 28-29. Frank W. Bland, Pacific 
Coast manager of the National Under- 
writer Co., will keynote the conference 
with a talk on the philosophy of life 
insurance. William Holmes of Re- 
tail Credit will speak on the function 
of Retail Credit investigation. 

There will also be talks by outstand- 
ing producers, J. A. Bertrand, general 
agent at San Francisco, is chairman. 

Eight general agents will conduct a 
panel on “Business Insurance Its Im- 
plications and ‘Ramifications”. M. V. 
Lonergan, west coast resident manager, 
will open the second session and Charles 
H. Heyl, vice-president and director of 
agencies, will deliver the closing re- 
marks. 





No Opposition to Conn. 
Unclaimed Funds Bill 


HARTFORD — The general assem- 
bly’s insurance committee at its hear- 
ing heard no opposition to a bill that 
would. authorize life insurance com- 
panies to turn over to the state un- 
claimed insurance funds. The bill is 
sponsored by the insurance department. 
It was favored at the hearing by B. M. 
Anderson, vice-president and counsel of 
Connecticut General. Mr. Anderson es- 
timated that in the first year of the 
proposed new law the state might gain 
about $100,000 and a much smaller 
amount after that. 

Unclaimed funds held by companies 
for seven years would be turned over 
to the state. The state treasurer is au- 
thorized to transfer three-quarters of 
the money into the general fund im- 
mediately. The remaining fourth is to 
be put back into a special trust fund to 
handle any claims that may come in. 
Any sum in the trust fund for seven 
years is to be transferred to the general 
fund, with the provision that the trust 
fund is never to go lower than $25,000. 


Dallas G. A. 


Pan-American Life 
Gordon Durden as 
general agent at 
Dallas. He _ has 
been with Great 
National and_ be- 
fore that was su- 
perintendent of 
Dallas operations 
for Postal Tele- 
graph. He was a 
first lieutenant in 
the marines during 
the war. He is a 
graduate of the 
Southern Method- 
ist course. He will 
have as his asso- 
ciate W. P. Crisler, who has_repre- 
sented Pan-American at Dallas for the 
‘past eight years. 











has appointed 





Gordon Durden 








Mar 


18, 1949 


AW de- 
re. The 
> on the 
res and 
the ne- 
liar with 
| that it 
me sort 
icessions 
| Motors 


nvisions 
epresen- 
istry and 
the gen- 
regarded 
try asa 
for the 


d 
rs 


inaugu- 
seminar 
en who 
n, Neb.,, 


will be 
. Pacific 
Under- 
nference 
of life 
of Re- 
function 


utstand- 
general 
‘man. 

nduct a 
Its Im- 
M. V. 
nanager, 
Charles 
ector of 
sing re- 


5 


| assem- 
ts hear- 
bill that 
e com- 
tate un- 
bill is 
artment. 
y B. M. 
unsel of 
rson es- 
of the 
zht gain 
smaller 


panies 
ied over 
ris au- 
rters of 
und im- 
th is to 
fund to 
ome in. 
Wr seven 
general 
he trust 
$25,000. 


—— 


—<—— 


»pointed 





Durden 


, repre- 
for the 





viiM 


March 18, 1949 




















AN EQUITABLE BRIEFCASE 
One of a series of advertisements illus- 
trating how a life insurance agent serves 
his community by selling life insurance. 





What! 364 College Years...in this One Briefcase? 


Ep HALSEy is no magician—but the good things he 
pulls out of his briefcase would make a professional 
sleight-of-hand artist hang his head in shame. For 
instance: — 

In Ed’s home town, 91 youngsters are going to 
benefit by 364 years of college education because Ed 
and his briefcase crossed their fathers’ thresholds. 

And from that same magic case, Ed can pull out 
freedom from worry for fathers of families...help 
for business men on basic problems of management 
...future security for friends and fellow townsmen 
who call on him for aid. Ed Halsey is an Equitable 





usren ro “THIS 1S YOUR FBI” 


.-- Official crime-prevention broadcasts from 
the files of the Federal Bureau of Investiga- 
tion...another public-service contribution 
sponsored in his community by The Equit- 
able Society Representative. 


EVERY FRIDAY NIGHT + ABC Network 














Society representative —and an extremely success- 
ful one. 

Men of his stamp have a right to the highest title 
that can be awarded in a democracy. He’s Edward 
Halsey, Good Citizen...a man who does much more 
than his share to make his home town a better place 
to live in. 

That’s why Ed wouldn’t trade jobs with anyone 
else in the country. As a member of an honored 
profession ...as a representative of an institution 
like the Equitable Society, he holds the respect and 
regard of every one who counts in his community. 


THE EQUITABLE 
LIFE ASSURANCE 


SOCIETY 
OF THE UNITED STATES 


THOMAS |. PARKINSON, President +- 393 Seventh Avenue, New York I, N.Y. 
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Varied Chicago A. & H. Assn. Sales 


Congress Pulls in New Members 





The highly variegated sales congress 
forum of Chicago Accident & Health 
Assn, proved its power to pull in new 
members. The conversions came at the 
close of a membership appeal by Jay 
DeYoung, Continental Casualty, who 
asked the audience to sign up immedi- 
ately. A surprising number from the 


floor paid membership dues then and 
there. . 


Mr. DeYoung timed his appeal well, 
for it followed two of the liveliest and 
most meaningful speeches, that by Rob- 
ert Tyler, general agent for Loyalty 
group at Wichita, and Edward H. 
O’Connor, Insurance Economics Society. 
Both speakers stressed and were living 
demonstrations of the value of associa- 
tion membership in this critical period. 

Mr. Tyler, who is a comparative new- 


comer to association rostrums, proved 
himself the producer’s man by calling 
upon companies to remove from con- 
tracts some of the “evils” which hamper 
sales and the public relations of the 
business. He admitted that where a 
claimant is angry because he receives 
a smaller benefit for a non-confining 
illness than for a confining illness, the 
fault is often with the agent for failing 
to explain the non-confining clause. But 
he maintained it is the greater fault of 
the company for offering this type of 
product for sale. He indicated belief 
that an insured is entitled to the same 
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Connecticut Mutual News 

















1948 Income 
Where it came from... What was done with it... 










Income from Cost of : “700 : os 
teiebiate euuaties N this chart the 78% from policyholders” includes 

22% 13% (1) premiums paid by policyholders and (2) funds 

P Added to left on deposit with the Company by policyholders 

Proceeds teft a ee oe and their beneficiaries. In The Connecticut Mutual 

lee a ge Policy aetgaa pe these two sums together were $89,957,170 in 1948. 

POLICY: > poucy-| The “87% for policyholders” includes (1) benefits to 

NOLDERS) Premiums vagmanss 1 frocns policyholders and beneficiaries and (2) additions to 
18% ° policyholders | 87% : : i x 
57% and policyholders’ funds and reserves to be paid out in 

q beneficiaries the future as policies mature. These benefits for 

—______* ES. members add up to $99,951,440. This amount ex- 

















ceeds payments from members by $9,994,270. 














HIGHLIGHTS OF OUR 103rd YEAR 


$9,953,686 was paid or credited 
: policyholders. 


$4,080,954 was paid ry 
baa pay . 










RENE on total invested assets 3. 47% as compared 
— 3.93% ti ig nh 
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year. $14,438,304 was paid to 
2 matured endc “3 















indemnity when he is disabled from a 
non-confining illness. ” 

Mr.- Tyler leveled his lance at the 
accidental means clause, exclusions on 
nervous breakdowns and venereal dis- 
ease, non-cancellable policies and tech- 
nicalities affecting payment of total dis- 
ability. He seconded Raymond Belknap, 
Occidental Life, who recently. urged 
companies to discard restrictive and 
limiting clauses in their contracts and 
to draw up a uniform insuring clause 
for all companies. He indicated that as 
much time should be spent in cleaning 
up the business as in learning new 
sales tricks and ideas. 


Industry Is Awkward 


In his vivid and forceful manner, Mr. 
O’Connor urged the industry to oppose 
from the outset government intrusion 
into the insurance field, whether on the 
federal or state level, and to compromise 
only where the cause seems hopeless, 
Mr. O’Connor said he has no faith in 
compulsory disability plans at the state 
level. They are inevitably political foot- 


balls and he opined that, unlike work- 








W. STANLEY STUART 


men’s compensation, private companies 
will never be able to gear premiums to 
constantly expanding benefits. As an 
example, he cited the fact that in Cali- 
fornia there are 30 bills in the legislative 
ae this year to increase UCD ben- 
efits. 

Don Compton, vice-president of Com- 
bined, developed the theme which he 
has expounded before that only through 
a strong campaign of public information 
can the insurance industry compete with 
the propagandizing done at public ex- 
pense by proponents of socialized insur- 
ance. He said that one of the biggest 
stumbling blocks in public relations is 
that people look on policies as some 
mysterious form of contract that they 
aren’t supposed to understand. The in- 
dustry must strive to get men who can 
fully explain coverage in layman’s lan- 
guage, he said. The industry has an un- 
paralleled opportunity to make every 
agent a walking information bureau. 
carrying the story of private enterprise 
to the general public. 

In a visual presentation that was ef- 
fective but is difficult to report, W. 
Stanley Stuart, district manager for 
General American Life, St. Louis, de- 
scribed the unique way he became ac- 
quainted with the possibilities in A. & H. 
selling. Mr. Stuart, a life man, was chal- 
lenged by a home office executive of his 
company to write 100 accident and 
health applications in 25 days. Mr. 
Stuart responded to the stimulus, though 
he had sold very few such policies be- 
fore, made 507 calls, which resulted 
eventually in 102 sales during the 25- 
day period. He found that he could 
make one sale for every five calls, one 
sale for every 2.55 contacts and one 
sale for every 1.98 selling interviews. 
Each call he made was worth $1.64 to 
him, each sale was worth $8.15. 

In establishing this record for sales- 
men with his company, Mr. Stuart came 
to realize the value of having a long 
range selling objective. He saw how 
important it is for a salesman to set 4 
reasonable figure toward which he will 
drive. He learned the value of keeping 
records to enable him to evaluate the 
worth of each one of his movements to 
enable him to know just how hard and 

(CONTINUED ON PAGE 28) 
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Benefits since 186 


GROWTH IN BENEFITS as 


: d 
(Payments to policy owners ° 
their families under origina 
funds allocated to 


lus 
contracts P benefits for them.) 


provide future 


fs charting its course, a life insurance company—like the policy-holders who own 
it—must establish for itself a definite, tangible goal. For the Provident Mutual, 
that goal was set by its founders in 1865 and has always remained clear. If one word 


could express it, that word would be protection . 


family in its quest for security. 


. . protection to the American 


The chart above indicates graphically how successful. the Provident has been in 
attaining that goal, in accomplishing its mission. Year by year, since 1865, as this 
chart shows, the company has fulfilled its stewardship by returning to its policy 
owners and their families a growing stream of dollars, paid at the times of their 


greatest need. 


For example, in the past 5 years, our policy 
owners have paid premiums of $198 million 
... while benefits to policy owners and bene- 
ficiaries during the same period have totalled 
-$234 million. In the past 20 years, benefits 
have amounted to $818 million as against 
only $716 million deposited with the Provi- 
dent in premiums. The total benefits since 
1865 have been $1353 million. 


We are proud of this record—particularly 
when we remember that these benefits are 
far more than simply a matter of dollars and 
cents. They represent payments in human 
values, as well. In times of stress and emer- 
gency they help to lighten the burden. For 
many, they provide the funds that make pos- 
sible a pleasant and serene old age. That is 
why we consider each payment as a ‘‘mis- 
sion accomplished.’’ 


Of great aid in our endeavors have been 
two Provident Mutual innovations—our 


“Chart for Living’ and new “Chart for 
Tomorrow.” The first, prepared by agency 
representative and client working together, 
provides the policy owner with a clear in- 
sight into his own personal insurance needs 
and how best to meet them. The second pro- 
vides the advance planning necessary to help 
the individual secure the future of his business. 


Through such progressive planning has re- 
sulted another successful year—a year which 
saw the Provident’s total assets increase to a 
new high of $595 million. Insurance in force 
reached $1.3 billion and purchases of life in- 
surance again exceeded one hundred million 
for the third successive year. To our staff 
and to our policy owners, whose cooperation 
and loyalty have made this growth possible, 
we are deeply grateful. 


M. ALBERT LINTON, President 


Philadelphia, Pennsylvania 
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84 ts ANNUAL 
STATEMENT 


As of December 31, 1948 





ASSETS 
U. S. Government Bonds . . 
Bonds 


Cash in banks and office . 
Overdue interest 2 . . 230,195 
Deferred and uacollected 

net premiums, etc. . . 6,153,857 


Total admitted assets © $594,873,013 
LIABILITIES 


Reserve for policies and 
supplementary contracts . $525,544,773 





Dividends left with company. 15,839,430 
Dividends set aside for dis- 

tribution in 1949 4,833,000 
Premiums paid in advance 8,292,264 
Policy claims . 1,552,648 
Estimated taxes accrued, 

payable in 1949 — 579,742 
Miscellaneous liabilities . 3,616,228 
Total Wabilities . . . . $560,056,085 
Special reserve . . . . = 1,521,247 
Contingency reserve 33,283,681 





Total, equaling the assets $594, 873,013 





A copy of the Company's Annual Report, including a list of bonds and stocks owned, will gladly be sent on request. 


PROVIDENT MUTUAL LIFE INSURANCE COMPANY of PHILADELPHIA 
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Clark Warns of 
Markets Lost if 
§5 Changes Win 


WHITE SULPHUR SPRINGS — 
Life insurance agents cannot afford to 
be apathetic 
toward the pro- 
posed “cradle to the 
grave” social secur- 
ity legislation, 
President Paul F. 
Clark of John Han- 
cock told the con- 


vention of district 
agency leaders 
here. 


“In our jubila- 
tion over the oppor- 
tunities for promot- 
ing life insurance 
sales based on so- 
ial security,” said 
Mr. Clark, “some of us have overlooked 
the large segment of our market which 
has disappeared because of the act.” 

“Do not let the new market created 
by social security eclipse your sense of 
the loss of this old market if the present 
recommendations for increases in social 
insurance are enacted into law,” he 
warned. 

Pointing to the sharp decline in life 
insurance sales experienced in England 





Paul F. Clark 


March 18, 1949 








during the latter part of 1948, despite 
predictions made at the beginning of the 
year that social legislation in Great 
Britain would have little effect on the 
life insurance business, Mr. Clark said, 
“The British have not lost their in- 
dependent spirit—but there is a very 
practical limit to the amount of money 
people can spend for protection against 
all the hazards of life. In 1948, 26 mil- 
lion British people paid a billion dollars 
annually in taxes toward social insur- 
ance!” 


Discusses Group Prospects 


Group insurance on small concerns is 
easier to sell than on large ones and 
there are more prospects in this field, 
according to Henry Grossman, district 
manager in Detroit. He warned against 
the tendency to concentrate on manu- 
facturing companies in soliciting firms 
of from 25 to 100 employes. “Too often,” 
he said, “we overlook firms which are 
not manufacturers, such as stores, sales 
agencies, auto dealers, lumber dealers, 
milk distributors, wholesalers and other 
types of small business. Find companies 
erecting new buildings or plants or mov- 
ing into larger quarters. Try to work 
on up-and-coming companies, preferably 
those with a new product, companies 
likely to grow and increase their num- 
ber of employees.” 

Jack Valt, of Flushing, N. Y., leading 
assistant manager said the importance 
of training men so that they know what 
to do every moment that they are in 
the presence of the prospect, cannot be 
overemphasized. One afternoon each 
week, his agency’s staff reviews together 
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| revealed 


the agent’s manual analyzing the var- 
ious contracts, settlement options and 
social security material. Then they drill 
and rehearse the proper presentation. 

Charles M. Parkhurst, district man- 
ager at Washington, D. C., said build- 
ing a territory means cold canvass and 
this can be very successful if an agent is 
well organized and has developed and 
perfected a canvassing technique. A 
fact-finding survey to bring to light defi- 
nite needs is the basis of Mr. Park- 
hurst’s method. 

J. Milton Lavender, Troy, N. Y., Han- 
cock’s leading industrial agents said the 
service call is part of the sales pattern, 
“because as needs change, the insurance 
program should be revised. I have found 
that even the least amount of detail work 
and service rendered can often result in 
some very fine new business.” 

“Bring your selling skill and your 
knowledge in balance,” advised Paul E. 
Eagan, regional manager for northern 
New England. He said that the agent 
learns new facts to assist him in his 
job of selling but that only when skill- 
iully applied does new knowledge be- 


‘come truly effective. 


Importance of Conservation 


It is more important to reinstate a 
thousand dollars than to write a new 
policy, according to John F. Meehan, 
district manager at Yonkers and winner 
of the president's trophy. “Men. who do 
a good job in conservation inevitably in- 
crease their production of new business,” 
he said. 

Arthur F. Norton, regional manager 
for southern New England, said it takes 
more than enthusiasm to be a success in 
life insurance selling, but without en- 
thusiasm, success is impossible, even 
though all the other qualifications for 
success are present. 


Effect of N. J. Decision 
on Job Cover Exaggerated 


The full text of the opinion of the 
New Jersey supreme court which held 
unconstitutional a statute which ex- 
empted industrial life insurance agents 
from an exclusion from unemployment 
compensation coverage indicates that 
the effect of the decision is not as 
broad as was stated last week by the 
state unemployment compensation com- 
mission. That body said that the effect 
of the decision was to bring ordinary 
agents under the law. The ruling will 
have no effect on the status of ordinary 
agents, it is understood. 

The unconstitutionality of the law, as 
in the full opinion of the 


| judge, was based on the contention that 


| accident and 





health industrial agents 
were left out of the section of the law 
which provided unemployment compen- 
sation coverage for industrial life agents. 
The intention of the section was to 
leave out ordinary agents. Legislation 
will apparently be necessary to bring 
both the industrial life and the indus- 
trial A. & H. agents under the law. 





Staff superintendents of Baltimore 
Life are completing a series of special 
meetings at the home office, 


K. E. Williamson Heads 
U. of Illinois Trustees 


Kenney E,. Williamson, 
agent of the Reu- 
ling & Williamson 
agency of Massa- 
chusetts Mutual at 
Peoria, has been 
elected president of 
the board of trus- 
tees of University 
of Illinois. Mr. Wil- 








co-general 


liamson has been 
a member of the 
board since 1945. 


He is the first Dem- 
ocratic president 
since 1943. The 
board consists of 
nine members. 





K. 


E. Williamson 


U. S. Life Marks Entry 
into Centennial Year 


At 4:00 p.m. on March 4, United 
States Life celebrated its 99th birthday, 
the party being successfully carried out 
as a surprise to all home office em- 
plowes. The observance in all depart- 
ments took place simultaneously with 
cutting of a cake by Richard Rhodebeck, 
president. Separate department gather- 
ings were planned and employes of the 
various departments met at a central 
location on each floor and enjoyed a 
birthday cake. 

A message from Mr. Rhodebeck was 
read. He paid tribute to the company’s 
founders as being among America’s 
early life insurance pioneers. A _per- 
sonal representative from the agency 
department visited the general agencies 
in the metropolitan area and wires ex- 
pressing the sentiments of the occasion 
were sent to all agencies and branches 
in the domestic and foreign territories, 





Gen’‘l American Opens Drive 


General American has embarked on 
a “spring training” sales drive running 
from March 15 to April 15. “Big league” 
goal is $50,000 or more and there are 
four lesser leagues with lower qualifica- 
tion standards, 








A REPORT FROM R & 


R’S KEEP-YOU-POSTED DE- 
PARTMENT 


Paul Speicher and Hilbert Rust, who 
flew to Hawaii on, March 3rd to at- 
tend the Hawaiian Association’s 
3-day Sales Congress, are now en- 
route home by the more_ leisurely 
route of the Lurliner. They have 
been good correspondents on_ this 
trip. Our Bulletin Board is filled 
with colorful cards Showing, on one 
side, the beauty of the islands and 
detailing on the other side a_success- 
ful, pleasant visit with the Hawaiian 
Association’s 350 members. —(Inci- 
dentally, our three new films for the 
life insurance field were previewed 
at the meeting and reports are that 
the applause was somewhat terrific.) 


In the meantime, business is good 
here at 123 W. North Street (good 
to such an extent that spare-time is 
something we know nothing about). 
A nation-wide announcement, now in 
the mails, will bring you a complete 
description of the S04-page, 1949 
edition of the R&R Ready Reference 
Pocket Manual. It will be off the 
press and ready for distribution 
about the 25th of this month. 


Next week: One letter in today’s 
mail is from an Underwriter who 
has just closed a sale for more than 


$100,000—due, he says, to R&R’s 
help. 
WE BELIEVE YOU WILL BE 


INTERESTED IN WHAT HE 
WRITES BECAUSE THIS SAME 
SERVICE WHICH IS SO PROF- 








ITABLE TO HIM IS ALSO 
AVAILABLE TO YOU. 
PAUL SPEICHER 
Managing Editor 





THE INSURANCE 
RESEARCH & REVIEW SERVICE 
INDIANAPOLIS : 
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Illinois 1948 
Results Given 


for. 
ILLINOIS COMPANIES 
New Business’ In Force 
3 

Alliance 4. -..+--+.e. 4,451,972 43,031,986 
(G) 398,500 798,750 
Amalgamated ...... 19,500 43,500 
(G) 7,903,000 11,835,500 
Bankers L. & C..... 567,815 16,938,053 
1,814,943 2,601,708 
Bankers Mutual .... 1,467,964 8,373,943 
Ben. Assn. Ry. Emp. 796,135 1,046,775 
(G) 8,384,500 9,226,500 
Central of Ill....... 3,991,266 31,417,485 
(G) 95,000 94,000 
(I) 985,850 880,323 
continental Assur... 20,910,812 99,693,068 
G) 53,030,610 131,817,801 
Country Life ....... 41,437,939 353,967,706 
(G) 1,063,000 2,604,500 
Federal Life ....... 7,070,723 47,445,352 
(G) 938,500 3,718,750 
ee 2,227 
Franklin Life ...... 16,710,482 83,575,122 
Globe Life .......-+. 2,210,581 30,253,370 
(I) ,000 2,148,944 
Great Lakes ....... 1,202,855 4,119,810 
(G) 3,910,148 2,860,018 
lil. Bankers ....... 2,551,949 51,671,006 
963,814 » 223,945 
Jackson Mutual s 300,000 801,000 
(1) 5,705,008 9,124,760 
Metropolitan Mut. .. 485,000 $29,000 
23,875,575 45,906,501 

Mut. of Local 134 
PREW  .cccces G) 27,782,000 27,375,000 
Mutual Trust ...... 3,037,895 52,209,548 
North Amer. Acc.... 855,484 2,199,961 
133,000 91,000 
North Amer. Life... 3,834,571 25,501,001 
(G) 27,400 366,100 
tOld Rep. Credit.... 12,818,592 13,581,538 
(G) 66,194 97,656 
Reliance Mutual 1,153,900 5,519,614 
cecuae 110,994 
MEOCKTOTG ...cccece 1,762,377 15,915,705 
(1) 5,213,976 20,278,207 
State Farm ........ 6,381,014 31,780,969 
) ee 364,743 
I  .ésdeeeehen 2,845,898 4,487,322 
(G) 25,500 403,500 
Supreme Liberty ... 1,902,086 8,104,701 
(G) 147,211 406,981 
(1) 6,191,094 24,346,948 
United, Chicago 546,319 1,608,661 
12,809,681 21,388,239 
Victory Mutual .... 473,329 2,728,616 
**Washington Natl.. 2,523,964 24,290,848 
(G) 3,975,914 19,188,304 
(I) 10,289,736 25,493,951 


OTHER STATE COMPANIES 


Acacia Mutual ..... 5,404,241 54,308,846 
Aetna Life ........ 15,121,895 143,511,321 
(G) 161,769,100 468,271,399 

* Amer. Hosp. & Life. 176,267 309,877 
American Mutual... 1,646,400 10,643,443 
(G) cuekins 35,500 

Amer. National .... 4,729,140 18,468,836 
(1) 5,710,395 36,176,705 

mmer. Standard .-.. j« «cscsee 636,529 
(G) 347,100 1,692,400 

Amer. United ...... 2,786,775 20,253,386 
Bankers, Iowa .... 8,660,855 104,844,131 
(G) 6,115,423 32,948,391 

Bankers, Neb. ..... 2,631,450 13,173,174 
Bankers Secur...(G) 747,623 446,884 
Benef. Standard ... 118,250 346,826 
Berkshire ......... 1,907,206 19,164,062 
Buss. Men’s Assur.. 2,132,944 12,249,257 
Central, Iowa ...... 9,246,242 27,021,360 
College Life ........ 995,000 1,335,000 
Columbian Natl, ... 2,250,659 15,875,342 
(G) 800,500 1,070,500 

Columbus Mutual 211,475 10,492,272 
Commonw. L. & A.. 553,687 685,187 
(1) = (18,151,269 13,368,221 

Conn. General ..... 10,327,455 77,768,516 
(G) 42,622,573 75,331,416 

Conn, Mutual ...... 20,721,072 143,606,220 
Conservative ....... 538,824 5,236,502 
Credit Life, O...... 1,585,574 1,063,733 
Equitable Soc. ..... 57,475,169 590,575,354 
; (G) 152,351,104 439,363,058 
Equitable, Iowa .... 10,668,615 108,103,186 
Expressmen’s Mut... 515,976 4,661,869 
Farmers, Iowa ..... 473,292 1,321,364 
Federal Be, @ Gicas 29,250 948,039 
Fidelity We @ Bowes 3,000 1,500 
Fidelity Mut. ...... 4,558,749 28,570,424 
General Amer, ..... 3,362,900 27,131,738 
, (G) 8,209,708 31,255,099 
EE ee 100,619 1,652,630 
Golden State ....... 597,977 1,438,676 
(1) 1,972,259 2,846,766 

Great Northern .... 509,233 4,377,471 
Guarantee Mutual .. 2,024,280 17,350,558 
Guardian .......... 3,070,431 30,248,810 
Home, N. Y......... 5,463,141 47,580,515 
Indianapolis ....... 2,724,822 34,388,721 
Inter-Ocean ....... 5,000 433,604 
GEy eretas 1,009,050 

Jefferson Natl. ..... 1,942,500 3,835,585 
Jefferson Standard... 1,577,798 3,497,304 
John Hancock ..... 53,393,219 380,287,872 


G) 53,776,899 
(I) 23,898,099 


147,332,036 
138,341,906 


Kansas Ch cess ee 2,553,374 22,690,820 
Lafayette ....... ‘ 582,147 3,964,259 
Life of Va.......... 64,030 2,949,435 
mee.) “Shwers 48,256 

Lincoln National ... 41,150,331 214,743,958 
14,845,000 22,008,700 

Loyal Protective .. 200,821 544,116 


(CONTINUED ON PAGE 25) 
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ll Analyzes Mortgage 
Financing Problems 


About 75 attended the March din- 
ner of the Society of Residential Ap- 
praisers to hear Matthew Woll, presi- 
dent of Union Labor Life and_vice- 
president of AFL. David Lon, Emigrant 
Savings Bank, vice-president of the as- 
sociation, presided, and Joseph Malzo, 
Union Labor Life, second vice-president 
of the association, was at the head table. 

Mr. Woll’s theme was that the pro- 
portion of total building cost represented 
by labor has been overstated. He re- 
ferred to financing costs on housing and 


said that mortgage bankers obviously 
desire interest rates to be as high as 
possible. Labor has urged a reduction 
in interest rates and carrying charges 
as one way of securing low cost hous- 
ing and said that the present AFL pro- 
gram calls for direct federal loans at 
the going federal rate of interest to 
public agencies, cooperatives, non-profit 
and limited dividend corporations, and 
to private builders who can conform 
to rent schedules which should be es- 
tablished under the program. 

This method of financing would re- 
duce profits, carrying charges and other 
costs and permit construction of rental 


housing to rent at about $50 to $60 per 
month. This would provide housing for 
the middle income group, those persons 
with incomes of from $2,000 to $4,000 
a year. 


—_——— 


Dr. Wheatley Scheduled 


Dr. G. M. Wheatley, 3rd vice presi- 
dent of Metropolitan Life, is scheduled 
to deliver an address on “The Contri- 
bution of Governmental Public Health 
Services,” at the National Institute on 
Community Health at Cincinnati, April 
7, under U. S. Chamber of Commerce 
auspices. 





In The Day’s Mail... 
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10 FkeNATIONAL UNDERWRITER 
Pension E t Criticises “A ] P 
ension Expert Criticises “Anomalously at 
a aa s 
Liberal” Benefits Under SS Proposal lon 
The social security liberalizations in each on employer and employe to 11 | 
the administration’s bill go much further ech on July 1, 1949, and to 2% IP - lo ¢ 
than those of the advisory council, and 1950, but that this increase doesn’t begin | NE\ 
beyond what is considered by many to to reflect the long-range cost implica- | Comm 
4d 99 be a prudent “floor of protection” for a_ tions of the proposed legislation. ship 0! 
governmental program, according to Mr. Bronson also points out that un. | Williat 
Dorrance C. Bronson of the Wyatt Com- der the administration bill, with a level | Jast N 
pany, actuaries and employe benefit con- pattern of employment, benefits approxi- | of mu’ 
sultants. ee mately double those of the present act | . steppe: 
These ee =. ae would result, whileu nder certain pat. | out a 
says, can produce anomalously liberal terns of employment accentuated by | sors. 
4&th ANNUAL REPORT beneate in comparison to the wage On limitations on coverage, the benefits of | penden 
: gg tag — ee rae the present act would be quadrupled, | ed citi 
a - dhey on n ¢: is- He observes that the proposed bill would | of its 
td i aa —— carry more elements of unbalanced pat release 
Resources could operate against incentives to re- tno — a Bp  ateag 
turn to work. They inject a federalized ; 7 TSN | Druder 
Cash in Banks and Office (1.62%) Bile ed $ 615,424.53 temporary sickness system of benefits A al evolved under the Beveridge re- Mr 
as high as $45 a week payable for 26 ; ao 
U. S. Government Bonds (31.97%)......... 12,174,094.62 weeks, thus not only upsetting the bene- Fe etree wn ee on the =: 
op t levels of state unemployment insur- n bill that it would extend 
State, County and Municipal Bonds (5.40%). 2,056,988.37 arice programs but impinging seriously prc oe —— not may: cov- ", 
° on the great volume of private insur- ¢e¢@ Dut not as comprehensively as the 
Corporate Bonds (17.42 */) 5 Ratan fie Be te pata: Fs 6,632,619.41 ance arrangements for accident and sick- SOcial security advisory council’s report, > og 
Corporate Stocks (2.32%)................ 884,764.11 ness benefits and on the prerogatives | Appended is an exhibit prepared by | The I 
‘ of the states in the field of workmen’s Mr. Dorrance to compare the results “Big 
First Mortgage Loans and Contracts Se : . under the advisory council recommenda- | Pruder 
° ° Mr. Bronson points out that the bill tions and the administration’s bill wi 
On Farm Properties (5.40 /o) ie ate Pula sels -o Se 9) 2,053,627.02 increases the current tax rate from 1% those under the present ca. oo . 
On City Properties (24.70%) ee oe sr his 9,407,1 16.44 PRIMARY INSURANCE BENEFITS (PIB)—COMPARISON OF FORMULAE ing di 
Home Office and Other Real Estate (.5 | °%,) 192,400 00 (Illustrations for Persons Retiring After 30 Years Under the Act) ° _ 
— ° ectec 
: Present Act Advi Cc il H. R. 2899 
Policy Loans (6.72%)...............---.. 2,560,498.42 Annual PIB == Annual PIB” = Aninuat Pip | {#€. PO 
%o f J to Average % to Average | Charge: 
° Ww Which w Ww 
Interest Accrued (.57%)................. 217,134.20 Annual Wage - Contributions Gasaiaues  “clnaee sos 
. . bs ou pL) J . 
Current Net Premiums and all other items eee ee ee ture. 
Os Teds ay awsn s+ 0% | 284,859.91 (b) 30 Years at 24002... 345 38 “rss ce 
(3.37%) — gia ns dee EAH | Mate 
) 30 t 4800.... 62 3 2 2 
Total Resources $38,079,527.03 II. Pattern. Years at 5 Cones eu 8 ss Me hich 
SC whine a eo ete 8 & Cis ete wo ' 1 . . "aa alee a $2400 ar ane a $400 és iin Re | alin. 
20 Years at zero ’ ; 
rr, recA verate for period $800) | 0 _— 
° epene . rm ' 
Liabilities “id Years at $2400 to get 
Years at 4800 
ar 5 Years at zer $500 23 5 29 73 the let 
Legal Reserve on Policies................. $31,718,308.50 10 Years at 1800 - ‘ eigiie claimed 
. 2 " a . yerage $22 but adi 
IV. P y ' 
Dividends Payable to Policyowners in 1949.. 632,680.31 Coverage Except for One" ie Num 
Dividends left by Policyowners to draw eae rears at $ 200 i a 
ET OTE REA 3 te | ,040,995.00 18 Years at #300 ff (s300 37 $460 48 $1346 139 the bus 
- . verage $967) t 
Policy Claims in process of payment........ 111,567.22 Ss sn Se es ines fe 
Taxes (accrued in 1948 but payable in 1949). . 118,940.71 Goldsmith, Pickard to Be and he was for a considerable time. of pal 
: papi é ce manager of the former McMillen ay 
Premiums and Interest paid in advance, and Associate General Agents agency of Northwestern Mutual. He | ™unity. 
other current accounts................. 504,020.76 When Halsey D, Josephson, becomes Coldetein neers Since ite arcention ig | creasiny 
ponerse gat Pl ee Mutual 4938 ' called ‘ 
; A in New York City April 1 he will have r come t¢ 
Total Obligations tO eee er $34,126,512.50 as associate general agents Robert H. our cou 
Goldsmith and Rudolph J. Pickard. Mr. VA Answers “Digest” Blast PP Soha 
Additional Funds for Protection of Policyowners Tie. vetasens | sieniniaiesines aaa a 
: sued an extensive comment on the ¢ 
NE re ee $ — 750,000,00 article in the March “Reader's Digest” Pen 
4 entitled “How ureaucracy Swindles 
Contingency Funds ................... | ,000,000.00 the Taxpayer.” The “Digest” article]  U 
deals largely with the handling of Na-]| Dep} 
Surplus Ge PO EE ee Oe eee 2,203,014.53 tional Service life insurance. Part of — 
me ee and inefficiency in a at of 
such matters as conversion, for ex-] sets of 
Total A ee ON eee ees $38,079,527.03 a, og scat gue to the fact thet Life, F 
must deal directly with the policyholder] and Pr 
7 — than through agents. Its} thousan 
e ° e efense, where specific instances are} the U. 
Since organization the Company has cited, > oes these are isolated and not] abuses 
st typical. mentions the difficulty in} investi 
paid in benefits $27,745,996 identi ¥ 
R. J. Pickard R. H. Goldsmith getting veterans to identify themselves} “It is 
_ when sending in premiums. It has also} factual 
Josephson succeeds Meyer M. Goldstein received many premiums from parents me 
INS R E who is going with Equitable Society as or other relatives without mentioning] other ¢ 
U ANC IN FORCE $204,716,495 manager. i ; the insured’s name. view to 
Mr. Goldsmith is a life a qualifying a 
member of the Million Dollar Round that c 
Table. He will speciaize in sales prob- Would Ease NSLI Reinstatement Sas 
lems and the teaching of sales tech- WASHINGTON Rep. P ke 
, : : : Z — Rep. Patterson} take a | 
niques. Mr, Pickard’s field is advanced Connecticut, has introduced a bill to} ment ot 
underwriting and working among brok- provide that lapsed NSLI policies could} presum: 
a5 Se : some be reinstated any time upon presenta-} many p 
Mr. Gold I d lif i i i iscrimi 
sn Sate Gol Receideat Manat in clonal ceed eee ae 
1 4 ealth of insured as when a policy| do not 
George Albert Smith, President Salt Lake City, Utah in age —. ae net Policies issued after enactmiee but rat} 
i es ie Mr. Pickard went into life insurance of the bill would substitute the of self- 
Providing Economic Security Since 1905 in 1926. For a nwmber of years he was table for the American Experience} mechan: 
in the insurance trust division of the table. This would result.in savings "f proxima 
Chase National Bank of New York City premiums, Patterson said. “Ns { 
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on Policyholders 
to Get in the Fray 


NEW YORK—The Policyholders 
| Committee under the acting chairman- 
ship of Paul O’Dwyer, brother of Mayor 
William O’Dwyer, which was formed 
last November to look into the affairs 
of mutual life insurance companies, has 
stepped up its activities and has sent 
out a number of letters seeking spon- 
sors. Though it is ostensibly an inde- 
pendent group of “public welfare” mind- 
ed citizens the original announcement 
of its formation was carried on press 
release stationery of UOPWA, a union 
currently seeking to represent industrial 
agents in collective bargaining with 
Prudential. 

Mr. O’Dwyer was in Washington this 
week and unavailable for comment as to 
the number of letters sent out or to 
whom. It was admitted, however, that 
they had been mimeographed for his 
signature and indications were that at 
least several hundred have been mailed. 
The letter contains charges that the 
“Big Five” companies, Metropolitan, 
| Prudential, Equitable, New York Life, 

and Mutual, discriminate against Ne- 
groes, have enormous assets, interlock- 
ing directorates, and _ self-perpetuation 
of officials who vote mechanically col- 
lected proxies of approximately 2% of 
the policyholders. When the original 
charges were made they centered against 
Prudential. Now the other four com- 
panies have been brought into the pic- 
ture. 











Mysterious Headquarters 


The headquarters of the committee, 
which its letterhead states is still in for- 
mation, is apparently not in Mr. 
O’Dwyer’s Wall street office. But with 
a phone call, a secretary there was able 
to get clearance to release a copy of 
the letter. UOPWA headquarters dis- 
claimed any participation in‘the letter 
but admitted having seen it. 

Numerous copies of the letter, latest 
example of which was dated March 10, 
have been received by people outside 
the business. Some of these people have 
reported receipt of the letter to insur- 
ance friends. 

Text of letter follows: 

“Asan outstanding person in the com- 
munity, you must be concerned as I 
and many others have become at the in- 
creasingy dominant position the  so- 
called ‘mutual’ insurance companies have 
come to occupy in the economic life of 
our country. 

“These companies with their inter- 
locking directorates, their self-perpetua- 
tion of officials and their enormous con- 
trol of finance.. are second to the gov- 
ernment alone in terms of their influence 
on our economy. ® 


Deplores Increase in Asets 


“It has been reported that the as- 
sets of the ‘big five’ alone—New York 
Life, Equitable, Mutual, Metropolitan 
and Prudential have increased over a 
thousand percent in the 10 years since 
the U. S. government exposed the 
abuses of the companies in the TNEC 
investigation. 

“It is high time that the cold light of 
factual investigation should again be 
thrown on the practices of these and 
other companies, but this time with a 
view to positive action eliminating the 
abuses and creating regulatory forces 
that can be effective. 

“As a policyholder, it is your right to 
take a more active part in the manage- 
ment of the mutual companies that you 
Presumably own. I know that there are 
many prevalent policies. such as those 
discriminating against Negroes, which 
do not carry forward your viewpoint. 
but rather the viewpoints of a handful 
of self-perpetuating officers who “vote 
mechanically collected proxies of ap- 
Proximately 2% of the policyholders. 

“As the acting chairman of the Pol- 
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Paul O'Dwyer Calls Companies’ 1948 Year-end Figures Are Shown 


















Increase Surplus to New Ins. in Increase Prem. Benefits Total 
Total in Policy- Bus. Force Dec. in Ins. Income Paid Disburs. 
= Assets holders 1948 31, 1948 in Force 1948 1948 1948 
$ $ $ 
Canada Life. ............... 369,875,349 2,426,578 20,648,668 170,668,791 1,151,926,450 55,049,088 $4,746,278 24,745,207 39,785,808 
Connecticut Savings Banks. . 988,869 204,146 126,478 2,394,868 11,270,046 1,695,594 334,035 66,371 275,213 
Cosmopolitan, Memphis ..... 2,801,059 439,345 934,557 8,645,532 33,689,168 2,679,158 1,011,354 172,953 643,119 
Family Reserve, Birmingham 6,424,848 —«:1,068,481 530,729 14,147,226 54,502,334 3,545,191 2,613,739 465,152 1,824,021 
Home Security, Durham.... 14,205,735 2,009,519 ss... ase 33,518,223 117,127,154 8,667,201 4,050,608 711,930 2,770,411 
Independent L. & A......... 4,957,086 780,236 1,125,147 251,959,116 169,780,578 41,551,860 9,917,490 3,902,635 . 9,387,329 
Liberty Life, S. C........... 39,670,145 5,382,630 2,792,293 95,675,635 364,881,437 35,404,056 10,851,363 2,312,474 6,861,495 
Life of Georgia...........-+ 39,043,658 7,211,849  ...... 345,515,413 575,752,425 100,232,136 30,956,839 6,907,066 26,851,373 
Manufacturers Life ........ 366,813,039 8,691,600 23,218,708 155,036,360 1,074,206,658 43,792,081 43,822,656 20,695,239 44,116,457 
Mutual Service, St. Paul.... 2,049,924 1,322,475 339,229 14,994,717 34,461,583 11,062,573 1,266,738 142,166 344,282 
North American, Chicago.. 23,464,421 2,248,225 1,774,127 16,705,250 119,190,313 7,467,912 3,313,626 1,049,562 2,502,586 
Northwestern, Seattle ...... 2,416,490 409,889 350,275 6,473,484 32,860,857 1,038,553 1,251,608 367,370 910,440 
Peoples Life, D. C. 47,329,351 6,024,609 2,331,274 82,706,606 374,886,499 33,720,506 13,185,220 2,652,228 10,497,495 
Pilgrim H. & L.... 4,686,056 583,160 666,841 21,667,923 50,862,538 7,137,278 2,319,493 670,799 1,977,297 
St. Louis Mutual ...... 3,702,414 128,563 153,388 1,785,252 15,100,715 320,144 399,427 170,776 394,328 
State Fund, Wisconsin ..... 1,197,935 74,190 139,552 293,500 3,818,385 175,000 126,473 82,066 103,235 
State Reserve, Ft. Worth.... 4,274,554 479,306 273,745 8,174,282 31,216,671 4,044,138 741,717 129,929 477,020 
Ts ee aD da 5,938,035 586,345 3,066,398 6,546,238 38,901,570 —4,148,789 3,192,216 1,006,732 —-2,732,390 
Teachers I. & A. ........4.. 242,253,244 21,609,826 7,104,961 22,249,415 101,510,266 14,327,400 23,654,339 7,935,857 12,431,597 
FRATERNALS 

Homesteaders ...........++: 5,853,184 206,277 388,931 4,282,078 34,856,497 —3,229,478 1,183,016 501,207 . 1,223,461 
Polish Roman Catholic Union 27,095,287 1,175,618 —-1,887,999 126,107 90,804,446 1,243,809 2,168,641 1,456,319 2,027,581 
United American Mech., Pa.. 8,553,904 262,614 605,523 1,431,025 24,273,889  —666,132 $48,055 678,695 1,057,746 
icyholders Committee, which is still in establishing activity in this very vital “Pru” Engages Lockwood 
the process of formation, I cordially in- field which has been so long neglected. Se : 

vite you to join the committee as one “I will be deeply grateful for your af- Joseph E. Lockwood, independent 


of its sponsors. It is my feeling that 
you will understand the importance of 


NINS 


Quirks in NSLI Advice 


Another quirk in veterans administra- 
tion insurance counseling has turned up 
recently. Contact representatives, who 
handle all veterans inquiries from 
schooling to employment, and many of 
whom have no life insurance background 
at all, have apparently built up some 
ideas of their own about insurance. One 
veteran who entered a New York office 
of the VA recently with the idea of 
converting his NSLI term to ordinary 
was told to forget about converting it. 
The contact man suggested that he keep 
his term insurance for 10 or 15 years 
and buy government bonds with the 
money. The main trouble with this ad- 
vice is that the veteran retains his term 
insurance but doesn’t buy any bonds at 
all. The NSLI people in the VA are 
understood not to be in accord with the 
views of the contact men but apparently 
have no authority over them and can- 
not direct them to cease giving this 
type of information. 

Another NSLI development in New 
York is the emergence of “insurance 
counsellors” who have been selling forms 
and information in connection with the 
forthcoming dividends. The New York 
district office of VA has warned veter- 
ans not to have anything to do with 
them, declaring that any such proposi- 
tion is unauthorized and of no value 
whatsoever to the veteran. 





Stuart Licks Those A.M. Blues 


W. Stanley Stuart, district manager 
of General American Life at St. Louis, 
has found a way to insure that his en- 
thusiasm for his work will be fresh 
at the start of each day. Formerly he 
often found himself so depressed with 
the conditions of the world that he was 
immobilized in his office all morning. 
He discovered that the cure for him is 
never to read a morning paper. Now on 
his way to work he reads inspirational 
literature on selling, on philosophy or 
psychology which acquaints him with 
the feats of men who remain optimistic 
and enthusiastic. In the evening he 
gets around to reading the newspaper 
and suffers his immobilization in bed, 
the appropriate spot for it. 





Hot Spot Sales Are Hazardous 


Sign of the times is that the sale of 
insurance is requiring more entertaining 
of customers and consequent increased 
exposure of the occupational hazards, 
physical and financial, of the night club 
market place. A sleepy-eyed group man 
confessed on the 8:09 recently that 
where he used to be able to sell over a 
gass topped desk -he was now forced to 


firmative response, which I ask you to 
mail me as soon as possible.” 
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“WssS \ ~ dential. He has 
N XN been working with 
VN SN Prudential for 
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Mr. Lockwood 
make many of his points over a white entered the  busi- 
table cloth. This chap laments the time ness in 1916 fol- 
he has to spend in the evenings, but lowing graduation 
claims to have a formula worked out from Pennsylvania. 
which enables him to stand the strain. With Provident 
At noon before a night’s assignment, he \utual in New 
begins dosing himself with vitamin B-1 York and in 1922 


pils. Not only does this increase his 
resistance to alcohol, but it combats 
slleepiness and eases his boredom on 
viewing the same floor show for the 
fifth time. He advises a stronger dos- 
age for the agent who is not on an ex- 
pense account. 





Helping Borrowers Stay Solvent 


W. C. Feimster, Jr., executive general 
agent of General Adjustment Bureau, in 
speaking at the recent Pittsburgh insur- 
ance day gathering, suggested that life 
companies and other mortgage lenders 
might well be aware of the value of 
business interruption fire insurance. He 
pointed out that a life company would 
much prefer a business owner or a home 
owner to continue receiving income 
while the property is being repaired, 


agency relations consultant, has been 
named assistant to 
the actuarial vice- 
presidents of Pru- 


three months. 





was appointed su- 
pervisor by Provi- 
dent in Cleveland. A year later he be- 
came general agent at Kansas City for 
that company. 

In 1926 Mr. Lockwood went with 
Guardian Life as general agent in Bos- 
ton, and in 1928 went to the home office 
of that company in the agency depart- 
ment, becoming assistant vice-president. 
In 1933 he became Philadelphia general 
agent of Home Life of New York. He 
is a veteran of both wars. 


Central of Ia. Has Wis. Rally 


“Efficient Selling” was the theme of 
the regional meeting for agents of Cen- 
tral Life of Iowa at Milwaukee. FE. H. 
Mulock, chairman, and William F. Poor- 


J. E. Lockwood 





thereby enabling him to continue paying ™an, new president, spoke. Fifty W fl 
interest and principal amount. consin agents and their wives were 
pene aa —. present. 








Nash United Fidelity V.-P. 
Michaux Nash, executive vice-presi- 
dent of the Empire State Bank of Dal- 


t 
The E. Osterheld agency at Stough- 
ton, Wis., covering southern Wisconsin 
and northern Illinois, was honored as 
the company’s leading agency in new 


las, has been elected vice-president of paid ‘business. The Alfred Korbel 
United Fidelity Life. He has been a agency at Milwaukee was in second 
director for many years. place. 
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get the low-down 


¥ 7 
¥ / 4 
¥ AG&AH pl 
.; on our ans! 
e Here are A & H plans that are easy-to-sell. You'll find what you're looking e 
e for in The U.S. Life’s complete portfolio of tailored plans— plans of Acci- E 
e dent, Accident & Health and Hospitalization coverage designed to meet al- . 
e most every disability need, and add to your own individual income as well. 

e In addition, you'll find complete brokerage facilities available and ready to . 
* help you on all regular forms of Life and Group Insurance. This is why we x 
a say, “Don’t Overlook the YOU in The U.S. Life.” x 

% the 


x 


Ty, 


United States Lite 


INSURANCE COMPANY 


A 
A 
it 
7 




















Overall 1948 Group insurance Results Presented. 
































Increase Gp. Life Gp. Life Group Group Group 

Gp. Life Gp. Life Gp. Life Gp. Life Revived, Revived, Annuity Casualty Casualty 

in Force in Force Paid for Paid for Increased Increased Prems Prems., Prems., 

Dec. 31, 1948 1948 in 1948 in 1947 in 1948 in 1947 1948 1948 1947 
$ $ abe. $ $ $ $ $ 

California-Western States .. 89,149,726 21,270,433 11,081,250 11,013,131 i | rs capes 6,929,446 4,421,779 
Cana@a Life ......ceeee-ee 214,468,594 27,735,665 14,374,797 39,636,795 40,014,693 Tans. «(ceteees, | | ate 
Confederation Life ......... 134,412,479 38,498,103 18,135,097 32,453,253 22,018,535 1,853,508 1,744,755 1,333,821 
Connecticut General ........ 1,308,885,508 308,300,703 72,723,100 465,967,962 367,692,069 27,398,210 13,539,070 12,695,729 
Crown Life ..ccceseeseseees 20,101,617 ~ ron, 628 2,182,500 3,560,846 2,401,682 SU ee ne i Oe ee 
Farm Bureau, Ohio ........ 500 5 371, 847 3,468,400 3,715,600 299,840 1,179,409 1,110,315 
Great-West Life ............ 8,599,265 11, 911, 698 33,135,267 28,561,847 2,086,449 1,198,789 822,093 
Liberty Life ...ccesessseees 10,282,793 4,186,707 S.C. >.) Swamags ete So Bee 
Manufacturers Life ........ 29,676,793 4,786,660 3,466,966 5,620,154 7,747,017 a a eee ee 
Mutual Life of Canada...... 76,334,833 10,180,009 4,999,433 5,180,576 1,964,199 1,282,546 897,985 664,362 
Northern, Seattle .......... 25,993,175 2,360,190 736,000 8,356,850 eee 103,480 88,782 
Northwestern National ..... 168,310,051 25,271,324 57,756,366 39,882,920 a Ser ee ee 
Pacific Mutual Life ........ 33,811,786 22,439,545 19,110,828 4,101,067 1,576,591 657,227 381,638 172,611 
Paul aged TAf@ coccccese 7,400,500 4,109,500 4,207,000 1, "496, "000 1,582,000 780,500 278,420 CU,258 = ketene 
Pilot Life, N. C. ...+.++---- 71,049,275 14,543,506 19,784,850 ene. © taeda)" - “epmmere: «' | ee neree 1,358,398 1,069,284 
State Mutual Life Feehaecdas 67,146,901 38,697,111 38,369,542 19,811,340 9,240,826 4,555,450 679,212 710,724 358,839 
Sun, Camada@a ...-.seeeeeeees 881,723,063 98,207,369 54,914,486 ere’ 242 209,840,971 210,184,550 SOE. cae sns:, + -.) Dea 
Security Mutual, N. Y. .....- 5,125,480 969,918 ,229,500 586,i 3,377,100 1,278,826 = .seoe- 72,339 57,587 
Southwestern Life ........ 73,472,999 10,649,514 24,068,684 26,3 2,314,537 2,477,029 540,933 3,899 2,980 
Travelers coved cercccccceses Op811,997,067 668,541,740 314,326,827 332 "346, 371 a, 480, 466,642 1, sSELTOR ARE 8,003,240 37,883,460 32 SF0553 
eal ‘Agent Is Top Man ot Jack Isaacson, Chicago. H. F. B. Mar- Brody, Brooklyn, and M. A. POR 


Metropolitan Life for ‘48 


Thomas B. Rosser, Jr., of Dyersburg, 
Tenn., was the 1948 leader among Met- 
ropolitan’s agents on the basis of the 
over-all point formula of the company’s 
Honor Club, which formula covers or- 
dinary, A. H. and group placings, 
combined industrial increase, and con- 
trol of weekly premium arrears. He 
also was first among the agents in 
placed ordinary, with a total of $1,091,- 
030. His headquarters are in the moder- 
ate-sized town of Dyersburg, a de- 
tached point of Jackson district, and 
he also is active in four near-by smaller 
towns, 

Runnerup in Honor Club points was 


tin, Washington, D. C. was third. 

Mr. Isaacson placed second in ordi- 
nary, with $1,006,012. F. O. Marlow, 
Quincy, Mass., was third with $625,831. 

Leading ordinary representative for 
1948 was I. R. Aaronson, New York 
City, with $1,307,418. Peter Demetriou, 
New York City, was second with $1,026,- 
645. A. E. Zola, New York City was 
third with $1,006,910. 

Leading agent in combined industrial 
increase was Louis Bruno, Washington, 
Pa. A. N. Henderson, Jr., Washington, 
D. C. was second. Jack Haber, Chicago 
was third. 


Leader in A. & H. production, on 
the basis of first-year premiums was 
Jake Edwards, Paterson, N. J. L. E. 


Justa Minute, Please! 


your real opportunity. 











If you would Stand Out from the Crowd here’s 


Eighteen additional General Agents are needed 
right now in connection with our extensive Expansion 


Program. 
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Agents do so well. 








You might be interested to know that our present 
General Agents are making more money than they ever 
dreamed possible— And, there’s a reason. 

Ask us in confidence to tell you why our new busi- 
ness increased 36 percent last year and insurance-in- 
force went to over 40 Million — and why our General 


Raymonp F. Low, President 


American Reserve Lire 


Cnturante 
OMAHA 








A QUARTER CENTURY OF SOUND GROWTH 


New York City were second and third, 
respectively. 


Minn. Dept. Backs Bill to 
Give Policies to Veterans 


ST. PAUL—Commissioner Harris 
has given his approval of a bill to 
finance the state’s veterans’ bonus by 


deferred life insurance in lieu of a cash 
bonus. The state would pay the pre- 
miums and the policies would mature 
in 15 years, 

The plan defers actual payment of 
the bonus for 15 years and gives the 
veteran instead an insurance policy three 
times the amount of the actual bonus. 
Should a veteran die within the 15 years 
his beneficiary would receive the amount 
of insurance plus the bonus. Should he 
survive the 15 years he would get the 
bonus only. It is estimated the plan 
would cost the state $1,500,000 annually 
for premiums. 


Addition to William Street 


A new 21-story building in the New 
York insurance district of William 
street is scheduled for completion in the 
spring of 1951. Address of the new 
building will be 161 William street. It 
will adjoin the buildng of Aetna Life 
in New York, and will be diagonally 
across from the Royal building. Builder 
and owner will be Samuel Friedenberg, 
who is also builder and owner of the 
28-story office building at 90 John 
street. Rental arrangements will be 
handled by Norman Wills of Brown, 
Harris, Stevens, Inc., real estate brok- 
ers, 67 Wall street. 


Joins LIAMA 


Kenneth L. Ander- 
son, whose appoint- 
ment as a 
consultant of 
A.M.A. was reported 
in last week’s issue. 
has been with Provi- 
dent Mutual in New 
York City since 1935 
except for wartime 
service as an. air 
force officer. 
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Conn. Mutual Fills 
Executive Posts 


Connecticut Mutual has advanced 
Harvey Goodwin to treasurer, Warren 
T. Blease to secre- 
tary and John L., 


Von Deck to 
cashier. 
Mr. Goodwin 


joined ‘Connecticut 
Mutual in 1907 and 
has been in _ the 
cashier’s depart- 
ment since that 
time. He was ap- 
pointed as_ cashier 
in 1930. 

Mr. Blease joined 
the company in 
1920 as a part- 
time employe until 
his graduation from the University of 
Pennsylvania. From 1925 to 1929 he 
worked in the actuarial department, then 
transferred to the income agreement 


Harvey Goodwig 





T. Blease 


J. L. Von Deck Ww. 


department. In 1936 he became super- 
visor of this department and in 1944 
Was appointed assistant secretary. 

Mr. Von Deck joined Connecticut 
Mutual in 1925 in the dividend depart- 
ment. In 1930 he became assistant to 
the cashier and in 1946 assistant cashier, 
He is an associate of the Life Office 
Management Assn. 





Bill for Hospital Payments 


A bill has been introduced in the IIli- 
nois legislature by Rep. W. R. Arring- 
ton of Chicago which would allow com- 
panies writing group A. & H. and hos- 
pitalization insurance to include in the 
policies a provision for payment of 
benefits due policyholders direct to the 
hospital, doctor or nurse. Such pay- 
ments could not be made unless pro- 
vided for in the policy. 

While broader in its scope than the 
Chicago hospital admissions plan, the 
bill is intended primarily to facilitate 
the operation of that plan. Companies 
that include such a provision in their 
group policies could get away from us- 
ing the assignment blank that is pro- 
vided for in the Chicago plan. Those 
that do not would still have to use that 
blank. The bill would apply only to 
group business and not individual pol- 
icies. 


Increases A. &H. Limits 


Bankers National Life has raised 
maximum indemnity under A. & H. pol- 
icies to $75 a week or $300 a month, an 
increase of 50%. It also has increased 
the benefit period for health insurance 
under its “superior” and “modern” A. 
& H. policies. 





line of protection to offer their prospects. 


ol. 


OUR FIELD REPRESENTATIVES SELL 
COMPLETE PROTECTION 


The men and women representing the Equitable Reserve Association have a complete 


They have life insurance contracts that provide | Protection to take care of every need— 


tion of Children—Mortgage 





Income for the assured—Protection for 


212% interest assumption. 





payment—Accident protection—Salary replacement. 
Rates and Reserves based on the latest and most modern C.S.0. mortality table and 


Sell the Best — Sell for the 
EQUITABLE RESERVE ASSOCIATION 


Life Insurance for Men, Women and Children 
NEENAH, WISCONSIN 
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Utah Maintains 
Status Quo on 
Supervision Setup 


SALT LAKE CITY — The recom- 
mendation of Gov. Lee of Utah that 
the insurance division of the department 
of business regulation be operated as 
an independent agency was ignored by 
the lower house of the state legislature, 
which has now adjourned. Four bills 
incorporating the governor's program 
were passed in the senate but were 
permitted to die by the sifting commit- 
tee of the house. 

Rumor has it that the reason for the 
sifting committee’s action was because 
the Democrat-controlled house (Gov. 
Lee being a Republican) would not con- 
sent to passage of the measures until 
the governor agreed in advance to the 
appointment of a Democrat for insur- 
ance commissioner. It is reliably re- 
ported that the governor was perfectly 
willing to do just that, provided the 
one named was competent and had the 
endorsement of the industry. The name 
submitted did not meet with the ap- 
proval of fire and casualty representa- 
tives. The situation is now exactly as 
was before the governor made his rec- 
ommendation. The business regulation 
commission, comprising two Republi- 
cans and one Democrat will meet short- 
ly and organize. Hal S. Bennett of Salt 
Lake was appointed commissioner ex- 
officio to succeed Commissioner Carlson. 
If precedent is followed Mr. Bennett 
will be named by his colleagues for the 
position he now holds, with the appoint- 
ment of a deputy to carry on the duties 
of the office. 





Maturity Success Factor 
Stressed at Todd Rally 


The importance of maturity as a pre- 
requisite for success in life insurance 
selling was stresed by Grant L. Hill, 
vice-president and director of agencies 
of Northwestern Mutual Life, at the 
fifth anniversary celebration of the John 
O. Todd agency in Chicago. There were 
also talks by Paul K. Frazer, assistant 
director of underwriting; A. C. Clark, 
assistant secretary; Laflin C. Jones, as- 
sistant director of agencies, Percy W. 
re the agency‘s 1948 leader in lives 
and Edwin T. Naff, volume leader. 
Willis M. Foss, president of the agency's 
agents’ association, presided at the after- 
noon session, which was held at the 
Edgewater Beach Hotel. 


Must Be Willing to Pay Price 


“Mature concepts in working habits 
and the employment of tested and 
proven tools at hand can develop’ higher 
plateaus in thinking and monetary re- 
turn for the agent,” Mr. Hill declared. 
“But the agent must be willing to pay 
the price of hard work and those who 
do invariably achieve their objective.” 

A dinner party which followed the 
business session was attended by mem- 
hers of the agency and their wives. L. ] 
Evans, asistant director of agencies, 
acted as toastmaster. 

Awards for outstanding performance 
in 1948 were presented to Mr. Cump, 
Frank Morley and Mr. Naff. 
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Greet Teavelnen 
Chiefs at Chicago . 


Some very tough and unreasonable 
treatment of life insurance companies, 
and even some “witch hunting” by the 

S. government may occur in the 
movement to put the life insurance com- 
panies under fire, Jesse W. Randall, 
president of Travelers told a large ga- 
thering of agents and brokers associated 
with the Chicago branch office Monday. 

Mr. Randall expects the McCarran- 
Celler investigation to get under way 
before the end of 1949. He explained it 
is founded on the fact that some com- 
panies have grown quite large. 

“However, I can’t see why size should 
be a cause for investigation,” he com- 
mented. “There is no reason why they 
should not be permitted to grow. 

“I think this country is great as it is 
very much because of the services which 
insurance has rendered. Industry has 
grown and prospered because the cas- 
ualty and fire insurance companies by 
their protection have permitted it to go 
ahead: have guarded against unforeseen 
hazards.” 

Mr. Randall noted the casualty busi- 
ness had made great strides in the last 
few years; life insurance has not gained 
in the same proportion, but group in- 
surance has done very well. 

He announced just before he left 
Hartford the group annuity rate reduc- 
tion program of Travelers had been re- 
leased. 

He sces great opportunity in sale of 
business life insurance, and another huge 
field which scarcely has been plowed is 
group insurance in connection’ with 
union labor, negotiations for which are 
being conducted between many 
ployers and the labor element. 

Esmond Ewing, executive vice-presi- 
dent, 
annual statement and noted that Presi- 





gave some figures from the 1948) 





em- | 


dent Randall is in his 45th year in the | 


insurance business and with Travelers. | 


Benjamin H. Groves, Travelers’ 
manager at Chicago, presented results 
of a 10-day “49’ers” 
the two home office officials, in which 


life | 


sales drive honoring | 


85 men produced 88 life applications for | 


total volume of $754,000 and 136 accident 
applications with $4,225 premium total. 

The life leader was O. A. Davison 
with six applications for $55,500 and 
the accident leader, 
$385 in premiums. 
the branch was included. 

{At a dinner Monday tendered 
Travelers to the Rockwood Co. general 
agency for distinguished casualty pro- 
duction last year, both home office men 
spoke. W. Carter Butler, president of 
Rockwood Co., presided. Mr. 


Rowland, veteran broker of the agency. 
A cocktail hour preceded dinner. 

Mr. Randall and Mr. Ewing went on 
to Peoria where they addressed a meet- 
ing of the C. E. Lindstrom branch Tues- 


day. Mr. Ewing then proceeded to 
French Lick, Ind., for a few days’ re- 
laxation. 


William J. Douglas and Cyril F. Port- 
lock, assistant district managers of Pru- 
dential, have been placed in charge, re- 
spectively, at Woodstock and 
ville, Ont. 





Position Open — Industrial 


An attractive position with unusual opportunities for personal develop- 
ment and advancement open to man in agency department of com- 
bination company. Some field experience preferred. Practical knowl- 
edge of home office agency department operations essential. Our men 
Correspondence confidential. 
care The National Underwriter, 175 W. Jackson Blvd., 


know of this advertisement. 
Box T-81, 
Chicago 4, Illinois. 
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Randall | 
presented a 30-year plaque to James E. | 


Henry Seifer with | 
Only production of | 


| 
by | 


Belle-, 





When you’re in Chicago 
go and see 


CHINATOWN 


East meets Mid-west two miles from Chicago’s Loop. In 
Chinatown, most distinctive foreign section in the city, you see 
some of the Orient’s splendor, some of its squalor. Silent curio 
shops tended by silent shopkeepers offer rosewood tea chests, 
silk mandarin robes, bamboo back scratchers. As you expect, 
chop suey houses abound. 

Highly striking building in the community is the great 
pagoda-like On Leong Tong (Chinese City Hall). Within you 
can visit the Chinese School, Hall of Justice, and the famous 
Temple. You'll see the massive gilded shrine, detect ever-burn- 
ing fragrant incense, and feel the serenity found in places of 
worship the world over. 


Come and see us too! 
Our Company is an ""™ ats ii 
old-line legal reserve 
life insurance com- 
pany, writing Life and 
A & H contracts, and 
serving more than a 
million policyholders. 
Maybe we can add 
something to our visitors’ knowledge of this business; maybe 
they can do the same for us. Anyway, you can find us on the 
job from 8:30 to 5, Monday through Friday, and it’s always 
open house here. 


BANKERS LIFE @ CASUALTY CO. 
. John D. MacArthur, President 
Kenneth at Lawrence Avenue, Chicago 30, Illinois 


“Chicago’s First Insurance Company”—Established 1879 
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Yesterday's Losses Become Today’‘s Gains 


How the items on line 18, “Net gain 
from insurance,” in the gain and loss 
exhibit can mean something radically 
different in the 1948 annual statement 
blank from what was conveyed in pre- 
vious years may be somewhat puzzling 
to the general life insurance reader. For 
instance, as reported in last week’s issue, 
companies licensed in ‘New York state 
showed an aggregate gain of $36,830,995, 
accordin,; to line 18 in the 1948 blank. 
Yet if the former basis had been used 
there would have been a $559,942 ag- 
gregate loss. 

Even in these inflated times there is 
a wide gap between plus $36,830,995 and 
minus $559,942. To the lay reader it 
is mystifying that an item labeled “net 
gain from insurance” gives a $36,830,995 
gain when exactly the same experience if 
it had happened in 1947, would have 
been listed as a loss of $559,942. 

Of course, there is an item down the 
page a ways that enables those who 
understand the new exhibit to adjust the 
1948 “net gain from insurance” back to 
the earlier basis andemake a valid com- 
parison. with former years. This is in 
the miscellaneous and surplus exhibit in 
the gain and Joss exhibit. In it, line 38, 
“Increase in reserve on account of 
change in valuation basis,’ shows the 
figure that is now disregarded in com- 
puting “net gain from insurance.” In 
line 56 this aggregate figure is broken 
down to show how much is due to life 
insurance, disability, double indemnity, 
and annuities, so it is possible to deter- 
mine the “net gain” figure according to 
type of business as it would have been 
on the old basis. 

While a hostile critic of life insurance 
might think this new basis for comput- 
ing net gain was something the com- 
panies thought up to make their experi- 
ence look better than it is, the change 
was actually made by the National Assn. 
of Insurance Commissioners blanks com- 
mittee over the opposition of the com- 
panies. It was suggested by an insur- 
ance department man, W. Harold Bittel, 


actuary of the New Jersey department. 


The difference in viewpoint on com- 
puting the net gain from insurance might 
be called a point of actuarial philosophy. 
Mr. Bittel took the position that if you 
value something on a certain basis at 
the beginning of the accounting year 
you should value it on the same basis 
when you tot up your results at the 
end of the year, and that increases in 
reserves due to change in valuation basis 
tend to distort the true picture of the 
year’s operations. 

Critics of the new set-up concede that 
it gives a figure that is more accurate 
as regards a single year’s operation 
taken by itself but that it doesn’t lend 
itself so readily to tracing a company’s 
results over the years as the old basis 
did. They point out that these reserves 
normally cover a considerable span of 
years and the results of a given year are 
of considerably less importance than 
what a company is doing over an ex- 
tended period, 

Under the old plan if you added up 
all the reductions in reserves in a given 
block of annuities, for example, as the 
reserves go through the normal shrink- 
ing process, and offset against them all 
the increases in reserves, whether due 
to change in valuation basis or other- 
wise, the final result would be equal to 
the amount of reserve set up at the time 
the contracts were issued. 

This would not be true under the 
new method. The final result, if the 
same calculation were made, would ex- 
ceed the original reserve by whatever 
amount had been added to reserves 
through change in valuation basis. 

The original method would result in 
the total gains or losses over the entire 
period being correct in the aggregate 
but unrealistically distributed year by 
year. In the second method, there 
would not be an approximation to each 
year’s gains or losses but in the aggre- 
gate it would not be correct because the 
aggregate gains or losses would show 
the same result as if the premiums oriy- 
increased by 


inally collected had been 


later transfers from surplus. 


New Slant on “Coditis” 


Governor Bonner of Montana in veto- 
ing a bill to provide for a study looking 
to recodification of the insurance laws, 
made the remarkable statement that if 
the insurance companies desire a sepa- 
Fate volume of laws pertaining only to 
them, it would appear that their able 


lawyers could prepare such a volume at 
their own expense and not at the ex- 
pense of the taxpayers. 

We are not familiar with the Mon- 
tana situation, but if it was the insur- 
ance companies that initiated the idea 


of recodification, we would be very 


much surprised. The insurance com- 
panies would, of course, prefer an or- 
derly, workable insurance legal system 
in’ every state, but they have learned 
that these recodification projects can 
open up a Pandora’s box of radical and 
undigested proposals, and that they may 
actually be faced with what in the ordi- 
nary course would be dozens or even 
hundreds of individual pieces of legisla- 
tion involving many procedural changes. 

It has been our observation that if 


the insurance commissioner and other 
leaders in the state government become 
possessed with what used to be known 
as “coditis,” the insurance companies’ 
able lawyers and other experts are pre- 
pared and willing to help them in the 
task, but we think that any insurance 
lobbyist that would today start the ball 
rolling for a_ recodification anywhere 
would very quickly be looking for em- 
ployment elsewhere than in the insur- 
ance business. 








PERSONAL SIDE OF THE BUSINESS 





Two prominent St. Paul 
executives have been elected directors of 
St. Paul Assn. They are A. B. Jackson, 
president of St. Paul Fire 
and Norman H. Nelson, vice-president 
of Minnesota Mutual Life. 

Oscar Swenson, actuary of Pacific 
Mutual Life Ins. has just celebrated his 
25th anniversary with the company, and 
was the guest of honor at a luncheon 
attended by company officials including 
Alfred G. Hann, retired actuary, whom 
Mr. Swenson succeeded. 

Freeman J. Wood, general agent of 
Lincoln National Life at Chicago, is 
back from Sun Valley, where he has 
been skiing. Floods delayed his train 
so he failed to arrive in Chicago for the 
50th anniversary celebration of the Anti- 
Cruelty Society of Chicago, of which he 
has been president since 1941. 

Lewis C. Slesnick, head of the Buffalo 
No. 1 office of Prudential, was honored 
at a testimonial dinner in recognition of 
his 25th anniverasary of continuous ser- 
vice with Prudential. He is a C.L.U., 
past president of Buffalo Life Managers 
Assn. and now vice-president of Buffalo 
Life Underwriters Assn. 

Samuel Milligan, vice-president Met- 
ropolitan Life, received the annual 
award of the Ulster-Irish Society of 
New York at a dinner at the Waldort- 
Astoria, for his outstanding contribu- 
tion to the “arts, sciences and life of 
the people of the United States.” 

James S. Cox, Little Rock manager 
for American Hospital & Life, who is 
confined to a hospital, is making satis- 
factory progress. 

Robert E. Watts, Dallas general 
agent for Pacific Mutual and son of 
the Pacific Mutual Life general agent 
in Chicago, was seriously injured in an 
automobile accident- between Waco and 
Georgetown and has been in Bracken- 
ridge hospital, Austin, Tex., in a critical 
condition, 

Earl D. Krewson, whose retirement 
as manager at Washington for New 
York Life was reported in last week's 
issue was guest of honor at a luncheon 
attended by 150, including Dudley 
Dowell, vice-president. 


DEATHS 


Julian F. Boone, district manager for 
Equitable Society’s Louisville agency, 
died. He had been with Equitable since 
1936. 











insurance.-. 


& Marine, . 


Charles H. Gandar, district manager 
at Camden for Prudential marked his 
40th anniversary with that company in 
the Camden area. 

Dr. Samuel ‘B. Scholz, Jr., retired 
medical director and second vice-presi- 
dent of Penn Mu- 
tual died. He was 
elected medical di- 
rector in 1930, go- 
ing to the Penn 
Mutual from the 
Massachusetts Mu- 
tual for whom he 
had been associate 
medical director for 
10‘years. Previously 
he had been medi- 
cal director of 
Missouri State Life 
and on the medical 
staff of Equitable 
Society. 

Dr. Scholz was a graduate of Purdue 
and Michigan. He served in the Span- 
ish-American war. He had been presi- 
dent of the Assn. of Life Insurance 
Medical Directors. 


Scott hectien in Cincinnati 
CINCINNATI—The American peo- 


ple believe in the soundness of the eco- 
nomic system, but they do not under- 
stand its underlying principles, Martin 
Scott, Equitable Society, Los Angeles, 
president of the American Society 
C.L.U., told the Cincinnati C.L.U. The 
society must look to a greater objective 
than merely raising the educational 
standards of the life underwriter and 
should formulate a basic program of 
economic education for the public, he as- 
serted, based on an unselfish motive to 
promote the welfare of our country. 
Warnng that money for venture cap- 
ital will not be forthcoming unless gov- 
ernment expenditures and taxes are re- 
duced, he said the continued practice of 
turning to the government whenever 
any difficulty is encountered will lead to 
regimentation. It is not desired to turn 
back to the doctrine of survival of the 
fittest, but to produce economic well- 
being for the greatest number, he said. 





Dr. S. B. Scholz, Jr, 





Ind. Directorate Bill Signed 


Indiana’s governor has signed a bill 
that permits insurers to have interlock- 
ing directorates unless such directorate 
substantially lessens competition of 
tends to create a monopoly. It does not 
affect persons now serving as directors 
of two or more companies. 
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New Hat and Tabu Perfume Solve Slump 
Problem for Top-Flight Woman Agent 





In filling out an application on a 
woman prospect, never ask her how 
old she is but rather say, “what year 
were you born?” Mrs. Addy A. Chand- 
ler, million-dollar producer of Trav- 
ers at Atlanta, said at the New Eng- 
land Sales Conference at Boston. 

“They always give you the month 
and the day and the year, because 90% 
of women can’t figure and they think 
that you can’t either,” Mrs. Chandler 
expalined. “But if you put down be- 
fore her eyes—age over 30—especially 
if she still is Miss Jones, you will 
nearly always lose a sale.” 

Mrs. 
sold exclusively to women for a year 
and a half and had fun doing it, the 
women didn’t have nearly as much fun 
as they would have had if they had 
been sold by a male agent. 

“Women just naturally love men, love 
to do business with them,” she said. 
Most of Mrs. Chandler’s clients are 
men. 

Mrs. Chandler said that she didn’t 
sell only through sex appeal, “but if it 
takes a lifted eyebrow to get a large 
contract to protect the man’s family, 
well I just have mine permanently lifted 
if necessary.’ 

“I get my share of whistles, and at 
am flattered,” said Mrs. 


my age : 
Chandler. “When they stop flirting, I'll 
know I’m slipping, because some of 


these 60-year-old wolves could put the 


Chandler said that while she~ 


young ones to shame. I never could 
understand why it is so hard for our 
women underwriters to say to these 
60-65 year old boys, ‘Yes, you want life 
insurance.’ How they love to be noticed 
and the cute and ducky things they say 
in an old-fashioned sort of way. I sit 
and listen to them by the hour some- 
times, but it pays well. 


“Now I have had letters from young 
and eager insurance salesmen and from 
all over, wanting to know my secret. 
I’m about to give it out for the first 
time, so here goes: When I feel that 
slump in business coming on—yes, we 
all have them—I get out and spend any 
amount of money the saleswoman asks 
for the right hat and what is left, if 
any, goes for just the right scent— 
Tabu. 


“These two articles can get more 
prospects in less time than all the gaso- 
line and shoeleather in Boston, because 
it is a 10 times better door- -opener than 
all the canned sales talks in the book. 


“While they sniff and look at my 
pretty hat, I get my story across, a 
signature on the dotted line, a check in 
hand, exchanged for a wonderful con- 
tract and a policy that will pay off, and 
a promise to return soon with a new 
hat and a new sniff. Now you've heard 
of wrong-way Corrigan, with his air- 
plane—here is wrong-way Chandler with 
a rate book—but both of us 5 arrived.” vy 








Reserve Loan Advances 
Rawlings, Murchison, Otto 





SET 





J. D. Murehison Selby Rawlings 


Reserve Loan Life has elected Selby 
Rawlings, who has 
been superinten- 
dent of agencies, 
as vice - president 
and director of 
agencies. John D. 
Murchison was 
made assistant 
vice-president and 
a member of the 
executive commit- 
tee. Herman E. 
Otto, formerly as- 
sistant secretary 
and cashier, was 
elected assistant 





H. E. Otto 
vice-president and assistant secretary. 





Banker Rues Being 
Outstripped by Insurers 


While banks still: hold the largest 
block of savings they are losing ground 
to insurance companies and savings and 
loan associations which are showing 
greater gains in the race for the pub- 
lic’s savings dollar, W. A. Marcus, vice- 
president American Trust Co. of San 
Francisco and president of the savings 
and mortgage division of American 
Bankers Assn., said at the group’s an- 
nual meeting at New York. In 1948, he 
said, there was a 10.3% increase for 
sayings and loan associations, 5.8% for 
imsurance companies and only 1.7% for 
banks. This should cause bankers to 
Teappraise the situation and to *tudy 
their methods of advertising and busi- 
hess solicitation, he asserted. “There 
18 something wrong with us if we fail 


XUM 


to maintain our hatientiine-« or let our 
competitors show relatively greater gains 
than we show in our race for the sav- 
er’s dollar,” Mr. Marcus said. 

He said banks have employed 27% 
of their assets in real estate loans while 
insurance companies have 19% invested 
in them. Although savings and loan 
associations are loaned almost to the 
limit, banks and insurance compnaies 
have a long way to go before they reach 
either their statutory limits or their own 
voluntary limits for lending, he said. 


Scott Speaks in N. Y. 


Martin I. Scott, Equitable Society, Los 
Angeles, president of the American So- 
ciety of C.L.U., addressed the New 
York chapter. He urged that life in- 
surance men do what they can to make 
the life insurance benefit dollar equal in 
value to the premium dollars which buy 
it. 





Advanced by Colonial 


William C. Brown has been elected 
vice-president and actuary of Colonial 
Life. He joined Colonial in 1943 and 
became actuary in 1947. 

Fred G. Thompson, former New 
Jersey manager, becomes superintendent 
of agencies for New York, New Jersey, 
and Connecticut. Rudolph Hopf, Penn- 
sylvania manager, becomes superintend- 
ent of agencies with headquarters at 
Philadelphia. Robert L. Baer, admin- 
istrative assistant, was advanced to di- 
rector of training and sales promotion. 





One Man Writes Policies 
for Four Generations 


J. W. Dickson, Anderson, S. C., 
state agent of Pacific Mutual Life, 
a few days ago sent to the home of- 
fice an application for insurance for 
the fourth generation in one family 
which he has served since 1912, The 
application was made by the father 
of an 18-month-old daughter for an 
educational agreement. The father 
and grandfather are insured with 
Pacific Mutual and the great grand- 
father, now deceased, carried $55,- 
000 of Pacific Mutual protection. Mr. 
Dickson personally has served all 
four generations, starting with Pa- 
cific Mutual in 1912. 
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Statements Show 
Big Gains in “48 
AMERICAN NATIONAL 


Insurance in force of American Na- 
tional increased by $125,404,329 to reach 


$1,804,953,016 at Dec. 31. Assets in- 
creased $25,111,613 to reach $249,075,- 
559. The company has policyholders 
surplus of $35,034,889. The agency 


force showed a 10% gain in new paid 
business for 1948. 


AMERICAN UNITED 


American United Life is now over the 
$400 million mark in insurance in force, 
with assets exceeding $83 million. Last 
July the company set up a contributory 
retirement plan for employes. The cost 
of the past service benefits of this plan 
was charged against the contingency 
reserve, leaving a balance of $3,750,000 
in this account, with $4,276,000 as un- 
assigned surplus. 

PACIFIC MUTUAL 

Pacific Mutual Life at Dec. 31 had in- 
surance -in force of $904 million and 
shows a surplus increase of $1,058, 027, 
bringing policyholders surplus to $12, 
404,798. New business aggregated $1 34°. 
658,168 in 1948, a new high. Benefit pay- 
ments totaled $35,225,746. Assets total 
$358,107,708. Securities investments to- 
tal $137,893,120, including $53,256,857 
in federal governments. The company 
had a 3.05% net interest rate. 


RESERVE LOAN LIFE 


Reserve Loan Life at Dec. 
surance in force of $151,118,453. 


31 had in- 
Capi- 


tal Sad vale ‘uceaial ~ $101, 349 in 


1948, bringing policyholders surplus to 
$1,463,349. Assets are $21,374,226, up 
$1,634,480. Benefit payments were $1,- 
485,706. The rate of loss due to death 


% below that of 1947. 


WESTERN & SOUTHERN 


Western & Southern at Dec. 31, had 
total insurance in force $1,954, 309, 422 
as against $1,825,027,587 a year earlier. 
Surplus is $23,248,751. Total assets are 
$350,106,326. Major asset items are U. S. 
government bonds, $163,519,200; mort- 
gages, $106,791,356 and municipal and 
corporate bonds, $27,346,673. 


claims fell 17 


National Equity Rally 

National Equity Life held a_ three- 
day homecoming convention for quali- 
fiers and their wives at Little Rock, 
with only one business session and the 
rest of the time given to social features 
including a day at the races at Hot 
Springs. 

President C. E. Lowry gave the wel- 
come, with response by C. E. Oxford, 
Jr., Mississippi manager. Other speak- 
ers were J. Bruce Trotter, chief agency 
executive; Robert D. Lowry, secretary- 
treasurer; F. C. Seford, Jr., assistant 


secretary, and E. W. Washington, su- 
perintendent of agents. 

The banquet speaker was C, H. 
Moses, president of Arkansas Power 


& Light Co. 





Acacia Mutual is celebrating the 80th 
anniversary of the granting of its con- 
gressional charter and has embarked 
on a drive to have $1 billion in force 
by 1950. 





POSITIONS 


Blvd., Chicago 4, Illinois. 





TWO EXCELLENT GENERAL AGENCY 


In an aggressive agency minded southern life company. 


If you are under 45, having organizational and sales ability, 
and especially qualified to select, train, and manage men, 
you will be interested in what we have to offer in 


MEMPHIS, TENN. and NEW ORLEANS, LA. 


If you feel that you can qualify for one of the best career 
contracts in the country, write giving detail qualifications, 
experience, and age. All replies held in strict confidence. 
Address T-70, The National Underwriter, 175 West Jackson 


AVAILABLE 
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LIFE AGENCY CHANGES — 





Equitable Society Fills 
Rochester, N. Y. City Posts 


Equitable Society has appointed Fred 
F. Hageman as manager at Rochester 
and Edward W. Rejaunier as manager 
in New York City. Mr. Hageman suc- 
ceeds Howard O’Malley, who is return- 
ing to the home office as agency assist- 
ant. He joined Equitable at Cincinnati 


in 1938 after graduating from Miami 
university. On returning from the army 
in 1946 he was appointed district man- 
ager. ? 

Mr. Rejaunier, who succeeds John A. 
Patton and will have his office in the 
home office building, joined Equitable 
in 1942, became a unit manager in 1943, 
and for the last 3% years has beens 
with the R. N. Rose agency of Equi- 
table in Brooklyn. 











Stotz and his men. 


Organized in 1845 








THE WINNERS OF 
OUR TWO TOP 


THE PRESIDENT'S TROPHY 


To the Detroit Agency goes our high- 
est award for outstanding achieve- 
ment during 1948. Congratulations 
to C. Carroll Otto and his fine group 


of associates. 


NEW ORGANIZATION AWARD 


To the Grand Rapids Agency go 
honors for building the top-ranking 
team of new field representatives. 


We're mighty proud of Raleigh R. 


THE MutuAL BENEFIT 
LiFE INSURANCE COMPANY 


AWARDS 





Newark, New Jersey 





West Coast Life Staite 
Managers in Col., Utah 


West Coast Life has appointed Joseph 
F. Long, as manager for Utah and south- 
ern Idaho, with headquarters at Salt 
Lake City, and Theodore F. Johnson as 
manager for Colorado, with headquarters 
at Denver. Mr. Long was formerly an 
agent for Equitable Society, and Mr. 
Johnson was West Coast’s district man- 
ager at Fort Collins. Max Brown be- 
comes district manager at Fort Collins 
and Verne Mathes district manager at 
Denver. 


Life & Casualty Ups 14 

G. G. Eubanks, Alabama supervisor 
for Life & Casualty for the past two 
years, has been promoted to district 
manager at Birmingham. He has been 
with the company since 1941 and had 
several years of life insurance experi- 
ence before that. 

T. E. Gibbs, former Birmingham man- 
ager, has been transferred to Orlando, 
Fla., as manager. He has been with 
the company since 1936. 

H. E. Armstrong, who has been man- 
ager at Orlando, is now in charge of 
a staff there. 

The following have been promoted to 

superintendents at the location indicated: 
C. T. Nix, Birmingham; N. D. Eads, 
Hope, Ark.; C. E. Moore, ey a 
Fla.; R. T. Ridley, vii eg Fla.; 
W hitehead, Athens, Ga.; C. A. hoa 
Atlanta; G. A. Price, North St. Louis; 
W. W. Rowe, Norfolk; D. T. Crockett, 
Paris, Tenn.; J. B. Mitchell, Greenwood, 
Miss.; T. C. Lee, Atlanta; J. J. Persick, 
Baton Rouge. 


N. W. Nat'l Promotes Two 


Northwestern National has appointed 
Henry F. Rundquist as field supervisor 
in the Chicago agency field service of- 
fice and has named Arthur W. Glessner 
as manager of a newly established re- 
gional group office in Kansas City. 

Mr. Rundquist was a business and 
accounting machines sales engineer be- 
fore joining Northwestern National in 





1946. He was a captain in the army in 
the war. c 
Mr. Glessner, who has been in. the 


home office group department for the 
last year and a half, is a graduate of 
University of Minnesota. 


Lind Asheville Manager 


Pilot Life has appointed C. V. Lind 
as district manager at Asheville, N. C., 
succeeding J. A. Thomas. Mr. Lind has 
served as agent, superintendent, special 
agent, and training assistant prior to 
his promotion to manager. 


Heads Hempstead District 


Ivan Vrbanich, for 12 years assistant 
manager for Prudential in Detroit has 
been appointed manager of the district 
at Hempstead, N. Y.. He replaces S. 
Ellsworth Lewis who retired recently. 











Postal Life Names Team 


Postal Life has appointed George L. 
DeLorme and Donald H. Judge general 
agents for Johnstown and Gloversville, 





Jacksonville Manager 





Augustus H. Mon- 
roe has been named 
manager of the Jack- 
sonville, Fla.. ordi- 
nary agency of Life 
of Virginia. He has 
lived in Jacksonville 
since 1943 and was 
formerly an agent 
there for Massachu- 
setts Mutual. He suc- 
ceeds W. M. Jolly. 











N. Y. Natives of Gloversville, both men 
are veterans and in the past have been 
with Continental Assurance. They 
formed the partnership to represent Pos- 
tal Life and are opening offices at 12 
West Fulton street, Gloversville. 





Life of Ga. Raises Luther 


E, L. Luther has been named district 
manager at Owensboro, Ky. for Life 
of Georgia. Mr. Luther has been Ken- 
tucky division special agent. 





To Discontinue Josephson Agency 


Mutual Benefit Life intends to dis- 
continue the general agency now oper- 
ated by Halsey D. Josephson in New 
York City. Mr. Josephson goes with 
Connecticut Mutual April 1 as general 
agent in New York City. 

John Lynch, formerly supervisor in 
the Kansas City regional office of 
Northwestern National Life, has been 
made manager of the newly-created 
Omaha branch. He also will assist 
Vern Helfenstein, southwest Iowa di- 
vision manager. 


~SALES MEETS — 


Pilot Life’s Industrial 


Division Holds Convention 


The industrial division of Pilot Life 
held. an agency convention at Greens- 
boro. Addresses by President O. F. 
Stafford and Executive Vice-president 
J. M. Waddell highlighted the business 
meetings. A. J. Merchant of Greenville, 
S. C. and J. P. Sutton, Danville, Va. 
were presented wrist watches for having 
qualified for the President's Club for 52 
consecutive weeks. B. Clement, 
vice-president in charge of industrial op- 
erations presided. 


Wis. Nat'l Milwaukee Rally 


Field men of the Alfred K. Perego 
agency of Wisconsin National Life at 
Milwaukee attended a regional sales con- 
ference there. President R. P. Board- 
man was luncheon speaker Monday. S. S. 
Yaudes, Time, instructor of the Univer- 
sity of Wisconsin A. & H. course at Mil- 
waukee, discussed “University Training 
of A. & H. Underwriters” at the dinner. 
Field men on the program included J. C. 
Kucher, Wonewoc, Wis.; Joseph Baer, 
Madison; and Don Reichel, Milwaukee. 
Home office speakers were Dr. E. B. 
Williams, medical director; W. Mead 
Stillman, general counsel; W. B. Schroe- 
der, comptroller: A. L. Senderhauf and 

. H. Metz, assistant ate? directors; 
E. W. Genens and G. E. Keldsig, super- 
visors. 











President Morse Honored 
With 86 agents including nine dis- 
trict managers, and their wives in at- 


tendance, Home State Life held a 
district meeting at Tulsa on the birth- 
day of Joe D. Morse, president. The 
agents presented him $888,000 of in- 
surance increase. Messages of congra- 
tulations poured in, including 40 


telegrams. A cake two feet across, bear- 
ing congratulatory lettering, was pre- 
sented Mr. Morse and his wife. 


Brownlee Leads Equitable 


James Brownlee, St. Louis, was 
“a ‘leading personal producer for Equi- 
table Society with a total production 
well in excess of $4 million’ During 
each of the past six years he has paid 
for $1 milion or more. He also ranked 
fourth in pension trust sales and led the 
company in paid group commissions and 
in combined ordinary and group com- 
missions. 


Ovens Milwaukee Office 


O'Hanlon Reports has opened a Mil- 
waukee office in charge of E. Harold 
Kennedy, recently with Hooper- Holmes 
Bureau, who has been an insurance in- 
vestigator there for 10 years. 
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Live INSURANCE EBITION 





_ ACCIDENT AND HEALTH 





Bywaters President of 
Texas A. & H. Association 


At the annual meeting of Texas Assn. 
of A. & H. Underwriters at Waco, these 
officers were elected: Porter Bywaters, 
Dallas, Employers Casualty, president; 
Louis F. George, Houston, Continental 
Casualty, vice-president; Earle’ E. 
Jailey, Dallas, Great American Reserve, 
secretary. Directors are Norris Ewing, 
Amarillo, Travelers; Charles Shedd, 
Dallas, Republic National Life; Curtis 
Curry, Abilene, Bankers Life & Casu- 
alty; D. G. Leggett, Houston, Southland 
Lite; Max A. Derden, Corpus Christi, 
American Hospital & Life, and H. D. 
Wood, Lubbock, Western Reserve Life. 
O. D. Harlan, National Travelers Cas- 
ualty, San Antonio, the retiring presi- 
dent, becomes chairman of the execu- 
tive committee. 

Mr. Harlan reviewed briefly the work 
of the past year and stressed the need 
‘for acquainting the public with the 
purposes of A. & H. insurance and the 
services which it renders. He suggested 
that the agent has an opportunity to ask 
those whom he contacts what they be- 
lieve about socializing A. & H. insur- 
ance and learn what the general atti- 
tude toward private insurance is. 

He urged a program to eliminate un- 
fit agents. He mentioned the need for 
more schools for the training of A. & H. 
men and spoke of plans which it is 
hoped may result in the establishment 
of such a school in one of the Texas 
colleges. 

It was voted to promote measures for 
better public understanding and closer 
cooperation with the medical profes- 
sion. It was stated that plans for con- 
ferences with doctors on a local and 
state level are now being developed. 





Pin-Point Approach in 
Name Getting Is Best 


New York Assn. of A. & H. Under- 
writers was selected at the March meet- 
ing as the official title of the New York 
City organization. 

John F. James, Monarch Life, in 
speaking on prospecting, counseled agents 
to be specific in asking for names such 
as that of the prospect’s brother, doctor, 
etc. Don’t accept long lists of club mem- 
berships, unless the prospect will mark 
off four or five of the better names, he 
cautioned, 

Show the prospect the income prob- 
lem he would have if he were injured, 
Samuel Farber, U. S. Life, said, and 
then ask him how much he thinks it 
will cost for an accident policy to cover 
him. Usually the prospect thinks it will 
cost twice the premium, he said, and 
when you tell him what it really is he 
is more apt to buy. 


Only Thinks He’s Covered 


Don’t give up when the prospect tells 
you that he already has an accident pol- 
icy, Dewitt Stern, Fireman’s Fund In- 
demnity, association president, said. He 
may have double indemnity, or waiver 
of premium, but he usually doesn’t have 
accident protection. Find out exactly 
what he has and then show him what 
he needs. Too many people think hos- 
Pitalization protection is accident pro- 
tection, he said. Don’t tell the prospect 
that the protection he has is no good, 
he advised, nor that his company or pol- 
ity is bad. Show him that either he 
doesn’t have any protection at all or that 
he doesn’t have enough and ‘supplement 
it with your contract, he advised. 

In selling prospects who are finan- 
cially well off, point out to them that 
they pay no more for their medical re- 
imbursement protection even though 
they use $25 a visit doctors than does 
the person who goes to a $5 fee phy si- 
cian. Subject to the limit of the policy, 
of course, the prospect can visit any 
Physician he desires. In quoting the 
Premium charge, break it down on a 


VIIM 


per diem basis comparing it to what the 
prospect pays for non-essentials such as 
cigarettes or liquor. When he sees the 
comparison he is apt to buy. 


Build yourself a permanent annuity 
through accident and health sales, Saul 
Kornreich counseled. He pointed 
out that he now has almost $50,000 in 
A. & H. premiums on his books from 
which he gets 30% commission, giving 
him an income of almost $15 5,000 a year. 
The way to sell, he said, is to be sold 
yourself. 


Sterling Offers Chevrolet 


In a three-month anniversary drive for 
new business, Sterling offers as a first 
prize to agents, a new Chevrolet and 
other prizes including a diamond ring, 
silver service and watches. Cash prizes 
are offered for shorter periods during the 
contest. 


P. M. Non-Can Resiceation 


LOS ANGELES—A fifth partial res- 
toration of benefits under the non-can- 
cellable policies amounting to 7%, has 
been authorized by Pacific Mutual Life 
and approved by Commissioner Downey. 
This brings the total restoration to 31% 
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of the monthly indemnity not anne 
by the company at the time of reorgani- 
zation. 

The present restoration involves $1,- 
970,000 and makes restoration total $8,- 
200,000, 


New San Antonio Officers 


San Antonio Assn. of A. & H. Un- 
derwriters has elected these’ -officers: 
W. C. Bacon, Occidental Life, president; 
Dick Penney, American Hospital & Life, 
vice-president; C. B. Brussels, Catto & 
Catto agency, secretary; Herman An- 
drews, Business Men’s Assurance, treas- 
urer, 





for Sterling 
Writing Agents! 


GENERAL 
AGENTS! 
LOOK! 


Prizes by the score! 


cago 11, Illinois. 





Sterling writing agents will be working to win $5,000 in 
valuable prizes — everything from a Chevrolet sedan, a 
diamond ring, watches and silverware to an aluminum 
pressure cooker—all to be given by Sterling and all in 
addition to regular commission earnings. This is Sterling 
cooperation—typical of Sterling’s definite, sales-producing 
plans that include production contests every month to help 
general agents set records for sales and premium income 
that are the talk of the insurance field. Sterling is on the 
go—and moving up fast. A Sterling general agency, avail- 
able in many good territories, is the money-making oppor- 
tunity of a lifetime for a seasoned, capable, aggressive man 
with a proved record of success. 
handle the biggest insurance opportunity in years, write 
today in complete confidence to L. A. Breskin, President, 
Sterling Insurance Company, 103 Sterling Building, Chi- 


STERLING 


Another STERLING «First” 


Now! A Sensational 


+5 000" Prize Contest 





From March 11th to June 11th 


FIRST PRIZE! 








New 1949 Chevrolet 
4-Door Sedan 





If you feel you can 





STERLING 
Gives You... 


@ HIGH COMMISSIONS on all 


@ FREE LEADS—thousands of cur- 


@ A complete line of up-to-the- 


policies. Treats all premiums 
paid first year as first year busi- 
ness. Pays liberal renewals on 
vested basis. 


rent policyholders in each terri- 
tory — enough to keep you busy 
for months. Results in other 
areas are spectacular. 


minute policies in all ular 
forms of insurance—life, & A, 
. hospitalization including out- 
standing Silver Seal Plan for 
Medical, Surgical and Hospital 
care. 
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NEWS OF LIFE 


ASSOCIATIONS 





N. Y. Caravan Sales Rallies 
Apr. 6-8 in Upstate Cities 


New York State’s first caravan sales 
congress will be at Albany April 6 at 
the Playhouse; Syracuse April 7, and 
Buffalo April 8. Advance subscriptions 
indicate a large attendance. Ralph G. 
Engelsman, general agent of Penn Mu- 
tual in New York City, is program chair- 
man, Speakers wiil be George Shoe- 
maker, general agent Provident Mutual, 
New York City, who will act as mod- 
erator; Mrs, Edith V. Levy, of New 
York City, leading woman agent for 
Penn Mutual, who will describe her 
prospecting methods and list ideas 
which have been producing business; 
Salvatore Scrudato, manager of Metro- 
politan Life at Irvington, N. J., and 
president of the New Jersey Life Under- 
writers Assn., who will discuss the 
sales of policies to moderate earners 
and present a proven approach to small 
sole proprietors; Halsey D. Josephson, 
general agent for Connecticut Mutual, 
New York City, who is a lecturer in the 


Life Underwriters Training Council 
course on business and taxation, and 
will present and illustrate of 


a group 


simple tax and business presentations; 
and Robert Holland, New York Life, 
New York City, Million Dollar Round 
Table member, who will present the 
programming sales talk that has ac- 
counted for a substantial part of his 
business. 

Each speaker's talk will be recorded 
©. a wire recorder so it will be available 
for use in further discussions and will 
become a part of a new recording 


library which is being started by the 
New York State Life Underwriters 
Assn. Each speaker will discuss his 


topic for 20 minutes and after that 
there will be 20 minutes of questions 
and answers about that particular sub- 
ject. In addition, at the end of the 
morning and afternoon sessions there 
will be an hour’s open forum for dis- 
cussion by speakers and the audience 
on any matters relating to life insur- 
ance sales problems. 


Plaque to Ditmars 


Fred A. Ditmars, Massachusetts Mu- 
tual Life, Newark, retiring chairman of 
New Jersey Life Underwriters Assn. 
was presented a plaque by Salvatore 
Scrudato, association president, for his 








Just touch the MULTIPLY KEY on a FRIDEN fully automatic 
calculator... learn what figure work efficiency will mean 

to your business. Thousands of users find savings in time, 
money and effort through Friden Methods and exclusive fully 
automatic operation. For a demonstration on your own work 

of the easy to learn — simple to operate calculator, call your local 
Friden representative. Then try before you buy —the Friden way. 








Friden Mechanical and Instructional 
Service is available in approximately 250 
Company Controlled Sales Agencies 
throughout the United States and Canada, 


FRIDEN CALCULATING MACHINE CO., INC. 


HOME OFFICE AND PLANT + SAN LEANDRO, CALIFORNIA, U.S.A. 
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“unselfish devotion to the public and 
life insurance business in New Jersey.” 

Mr. Ditmars is a past president of 
the Northern New Jersey association 
and immediate past president of Life 
Insurance & Trust Council of “North 


Jersey. 


St. Joseph Sales Congress 


Ray T. Wright, Provident Mutual, 
Lawrence, Kan., talked on his program- 
ming and service methods at the sales 
congress held at St. Joseph, Mo. Mr. 
Wright is a trustee of the N.A.L.U. 
and a life member of the Million Dollar 
Round Table. 

Frank Vesser, agency vice-president 
of General American, spoke on the mar- 
ket for life insurance, telling why he 
believes it will continue to be good. 

Other speakers were John G. Phillips, 
assistant manager Equitable Society, 
Kansas City, who spoke on prospecting; 
Wiley Craig, Aetna Life, Kansas City, 
who was in charge of the sales panel in 
which participants were Rogers Snow- 
day, Chillicothe, Mo., John Johnson, 
Maryville, Mo., Howard Manning, Kan- 
sas City, Kan., all of Equitable of Iowa. 
S. T. Utz, General American, was chair- 
man of the sales congress committee. 


Weiss to Preside 

The meeting of the Illinois Round 
Table to be held April 1 in Chicago will 
be conducted by the chairman, Nathan 
H. Weiss, Mutual Life, Chicago, and 
not by Harold H. Hensold, Northwest- 
Mutual, Danville, as stated in an 
5 issue. ° 





Establishment of L. U. T. C. courses 
in Fort Worth, Dallas, San Antonio and 
Houston, in October is reported assured 
following : recent mere of meetings 
held with Edmund L. G. Zalinski, man- 
aging director Life Underwriters Train- 
ing Council. 


Columbus Congress April 29 


Columbus Life Underwriters Assn. 
will hold its sales congress April 29, with 
a testimonial luncheon for Dr. S. S. 
Huebner, president of American College. 
Dr. Huebner will speak on “The Future 
Outlook of Life Insurance in Our Econ- 
omy.” 

J. Harry Wood, executive vice-presi- 
dent of Paul Revere Life, will address 
the Columbus association March 18. 


Oklahoma City—Following an address 
by E. L. G. Zalinski, managing director 
of Life Underwriters Training Council, 
plans for L.U.T.C. classes here were an- 


nounced. Committees in charge are 
headed by William P. Stagg, New York 
Life, and Jess Owens, Mutual Life. The 


school is scheduled for next October. 

Denver—W ill F. Noble, 
for New England 
luncheon speaker. 

San Francisco—Harold J. Cummings, 
president of Minnesota Mutual, spoke. 

Minneapolis—The executive committee 
has recommended raising dues to $11, 
with a $1 discount if paid before the dis- 
count date. General agents’ and man- 
agers’ dues remain the same. Lynn M. 
Elling, Lincoln National Life, will speak 
March 18 on “My Sales Process for the 
Career Underwriter.” 

Minneapolis—The annual sales 
gress will be held at St. Paul, May 6. 

Jersey City—Brooks Palmer, assistant 
manager of Equitable Society in New 
York City, addressed the Hudson ( ‘ounty 
association on “Tools for Advanced Un- 
derwriting.” Six new members were re- 
ceived. 

Racine-Kenosha, Wis.— Roman 
Continental Assurance, Madison, 
dent Wisconsin association, spoke at the 
ladies’ night dinner at Racine. 

Milwaukee—George J. Laikin, Milwau- 
kee and Chicago tax counsel, will dis- 
cuss “Current Problems Involving Taxa- 
tion, Estate Planning and Life Insur- 
ance”, March 24. The meeting originally 
was scheduled for March 17. 

Menominee, Mich.— Paul <A. Parker, 
agency director of Old Line Life, dis- 
cussed “Skill in Selling.” He stressed 
that not only knowledge is important in 
selling, but also the skill with which 


Omaha general 
Mutual, 


Vetter, 
presi- 





was | 





con- | 





that knowledge is presented. He empha- 
sized that an insurance sale is not com- 
pleted with the delivery of a policy, but 
that the agent must also render service 
afterward. 

Chippewa Valley, Wis.—Delmar Olson, 
assistant vice-president and assistant 
counsel of Mutual Trust Life, spoke be- 
fore 50 agents on business insurance. 

Cincinnati—R. H. Moore, Lansing re- 
gional manager of the R. R. Stotz 
agency of Mutual Benefit Life at Grand 
Rapids, spoke on “There Is Power in 
Excitement.” 

Topeka—Clifford H. Orr, National Life 
of Vermont, Philadelphia, president of 
the National Assn. of Life Underwriters, 
will be the speaker at the April 6 
luncheon meeting. Reservations must be 
in by March 238. 

Jackson, Mich.—Ron Daman, North- 
western Mutual Life, and Harold Brogan, 
Ohio National Life, both of Lansing, ad- 
dressed the luncheon. Mr. Daman talked 
on planning of estates, particularly urg- 
ing cooperation with attorneys, trust 
officers and accountants. Mr. Brogan, sec- 
retary Michigan Assn. of Life Under- 
writers, described the state organiza- 
tion’s achievements. He urged the need 


of careful agent selection by the com- 


panies. 

Flint—Daniel P. Cahill, Purdue course 
director, advised members to allot their 
time carefully so that every phase of 
their work will receive proper attention. 
He said this is a major factor in achiev- 
ing success in insurance selling. He 
stressed the necessity for considering 
every prospect as an individual, par- 
ticularly in gauging his insurance needs 
according to his special requirements, 

Memphis—Powell Stamper, sales pro- 
motion manager of National Life & Ac- 
cident, spoke at a luncheon meeting. 

St; Louis—Dan Kaufman, Northwest- 
ern Mutual, Indianapolis, spoke on 
“Problems of the Independent Con- 
tractor” at a luncheon meeting. 

Pensacola—G. S. Cutini, agency assist- 
ant of Life of Georgia, addressed a 
luncheon meeting. 

Austin, Tex.—Tom Crosson, administra- 
tive director of the Austin social secur- 
ity office, discussed the relation of social 
security to life insurance, indicating the 





Established 1905 


POSTAL 
LIFE 


Now an 


AGENCY COMPANY 


writes all regular forms of 
participating life insurance 
plus several unusual forms. 
Yes, we write Convertible 
Term Riders — Not Single — 
Double — TRIPLE — But 


QUADRUPLE 
PROTECTION 


on 10, 15 or 20 Year Plan. 


Family Income Rider 10, 15 
or 20 years with income up to 
$20 PER MONTH for each 
thousand of basic policy. 
Special Monthly Decreasing 
Term for Mortgage Redemp- 
tion covering any period from 
10 to 20 years inclusive at low 
cost. 


Agency franchises available 
in N. Y. State. 


ROY A. FOAN 


Director of Agencies 
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need of sOme income to supplement the 
social security benefits, especially for 
the widow and the retired worker. 
Wisconsin Valley—George Laikin, at- 
torney of Chicago and Milwaukee, spoke 
on the advisability of estate planning. 
He said the cost of this may seem high, 


but is well. worth while as compared 
with the cost of doing nothing. 

Quincey, Ill.—John M. Colter, assistant 
manager of Mutual Life at Champaign, 
Ill., spoke on these essentials for suc- 
cess: Earnestness, enthusiasm, and sell- 
ing extensively enough. 








=—— 


AMONG COMPANY MEN 





A. A. Ball Chairman, 
Pp. N. Mantz President 
of Homesteaders Life 


A. A. Ball, president for 10 years, 
has been elected chairman of Home- 
steaders Life of Des Moines. Paul N. 
Mantz becomes president. He has been 
executive vice-president. 

Mr. Ball started in insurance in Mis- 
souri in 1907. He joined Homesteaders 
Life as district manager in 1917 and 
became Missouri manager in 1920, with 
headquarters at St. Louis. He was 
elected a director of Homesteaders 
in 1923, moved to Des Moines and be- 
came assistant to the president in 1937. 

Mr. Mantz attended Drake University 
and entered the insurance business in 
Des Moines. He was assistant secre- 
tary of Lincoln National until he joined 
Homesteaders last year. 

Homesteaders also elected Carl A. 
Everett as vice-president and J. P. Ka- 
cmarynski as assistant secretary. Mr. 
Everett will continue as superintendent 
of agents and Mr. Kacmarynski will 
continue as actuary. 





Bossert Provident Mutual 
Personnel Director 


Provident Mutual has elected Henry 
Bossert, Jr., personnel director, replac- 
ing the late 


Bos- 
sert entered 
the actuarial 
department in 
1921. He was 
made an offi- 
cer with the 
title of man- 
ager of agen- 
cy research in 
1932, and has 
been assistant 
manager of 
agencies since 
1941. His du- 
ties in the department included personnel 
work as well as agency problems and it 
was due to his experience in this field 
that his promotion was made. 

Mr. Bossert is a member of the agen- 
cy cost committee of L.I.A.M.A., is an 
associate of both actuarial bodies. 

Because of pressure of business in the 
agency department Mr. Bossert will not 
assume his new duties for several 
months. 


American H. & L. Names 
Cole, Conner, Cantwell 


American Hospital & Life of San An- 
tonio has elected Stanley Cole, acting 
agency director, as agency director and 
has elected Joseph J. Conner superin- 
tendent of agencies. The resignation of 
Raymond Strong as actuary has been ac- 
cepted. He has joined Combined Amer- 
ican of Dallas as actuary. 

Wallace Cantwell, who has been vice- 
president in charge of group and fran- 
chise insurance at Reserve Life, has been 
appointed manager of American H. & 
L.’s A. & H. department. 


Geo. Washington Ups Clark 


George Washington Life has elected 
Jeff D. Clark vice-president and a di- 
rector. He has been with the company 
since last September. An alumhus of 
Tennessee Teachers and Harvard, he 
served in the navy in the first war and 
then was in teaching until he entered 





Henry Bossert, Jr. 








vwiinm 


life insurance. In 1938 he became Ten- 
nessee supervisor for Pilot Life, later 
transferring to the home office as super- 
intendent of agencies. Subsequently he 
joined Security Life & Trust in the 
same capacity. 


Russell Chairman, Newman 
President of Miss. Company 


Charles H. Russell has been advanced 
from president to chairman of Standard 
Life of Mississippi, and W. R. New- 
man, vice-president and general counsel, 
succeeds him as president. Charles Hix 
was elected vice-president. Mr. New- 
man, a Jackson lawyer, graduated from 
University of Alabama and received his 
law degree from University of Missis- 
sippi in 1929. 

Mr. Hix has been with Standard Life 


for 15 years and was for a time super- 
intendent of the industrial agency de- 
partment. 

H. E. Covington, executive vice-presi- 
dent of Mississippi Cottonseed Products 
Co., W. B. McCarty, president of Jitney- 
Jungle Corp., and Zach T. Hederman, 
head of Hederman Brothers Printing 
Co. of Jackson, were elected directors. 





Dr. Lamb Assistant Director 


Dr. Walter C. Lamb has been ap- 
pointed assistant medical director of 
Equitable Society. He is a graduate of 
Columbia University and its medical 
school and served in the army medical 
corps. He has been a home office ex- 
aminer for Equitable for two years. 





Security, Neb., Ups Packard 


Wayne Packard has been elected vice- 
president of Security Mutual Life of 
Nebraska. He joined the company in 
1924 as clerk. He is in charge of stocks 
and bonds. 





Miss Ruby E. Scheumann has been 
named actuarial administrative assist- 
ant of Provident Life of North Dakota 
in charge of a new special settlement 


division. Miss Scheumann has been with 
the company since 1931 and was-elected 
assistant treasurer in 1944. She will be 
succeeded as head of the policy issue 
oeeriment by Mrs. Frances W. Bleak- 
ey. 





B. B. Fleming to Jefferson 
National Home Office 


Bertram B. Fleming, Springfield, O., 
has become superintendent of agents of 
Jefferson National Life of Indianapolis. 
He was regional supervisor for Frank- 
lin Life in Springfield. He is known as 
a speaker at sales meetings and before 
service clubs, 


Joins Midwestern United 


David L. Todd has joined Midwest: 
ern United Life as manager of the pol- 
icy-writing department. He has been 
a statistician in the Indiana department, 
He attended the University of Michigan 
and graduated from Indiana university. 
His first insurance post was with Ben 
Hur Life Assn. He served in navy dur- 
ing the war. 


Wilfred D. Gillen, president of Bell 
Telephone Co., of Pennsylvanja has been 
elected to the board of Fidelity Mutual. 








Age at 
date of 
contract 


25 
33 
38 
43 





Our Agents’ 
Retirement Plan 


How much income at 65 will the Lincoln National man receive under 
his Company’s Retirement Plan? Suppose Mr. Agent is 33 years old 
when he joins the Lincoln, and 35 when he enters the plan. Assuming 
annual average production of $300,000, he will have an estimated monthly 
income of $263.62 at 65. This table tells the story: 


Age upon 

entering $300,000 Ave. 

the plan Annual Prod. 
35 $346.61 
35 263.62 
40 183.08 
45 119.76 


The Lincoln National’s liberal retirement plan for agents is another 
reason for our proud claim that LN Lis geared to help its field men. f 


The 


Est. Monthly Income Beg. at 65 


l#s Name Indicates Its Character 


LINCOLN NATIONAL 


LIFE INSURANCE COMPANY 


Fort Wayne 1, Indiana 


$500,000 Ave. 
Annual Prod. 


$514.97 | 7 
394.30 i 
273.68 } 
179.08 i 




















PEOPLES LIFE INSURANCE COMPANY 


42nd Annual Statement 
For Year Ending December 31st, 1948 


ASSETS 


United States Government Bonds.................$5,166,397.67 
Corporate, Public Utility and Other Bonds........ 


Total Bonds 


First Mortgage Loans on Real Estate.............. 4,847,404.76 
Loans, on Company’s Policies............-++++ee0- 1,104,061.61 
Stocks—Preferred and Common...........-....++- 149,400.00 
Insured Savings and Loan Shares..............+++ 275,000.00 

Total Stocks .....-..0+eeeeeeeereeeeeeen ences 424,400.00 
ORE I i cio 'a sais Soig s'b g ow 9 ob vies %ipisinve 933,076.59 
Net Outstanding Premiums.............-.0+-eee++ 330,554.31 
Real Estate, Including Home Office Building...... 51,614.70 
Interest Due and Accrued and Other Assets........ 99,440.93 


TRA ACUI AROEIB 5 oicied nso nce ts en aessess 
LIABILITIES 

Reserve GO Policies... ....20scsceesees Siac tis i's $16,409,536.20 
Résetve for Trust Funds..........ccccccccsessece 721,794.49 
Reserve for Coupons and Policy Dividends....... 463,243.89 
Premiums and Interest Paid in Advance.......... 270,313.17 
Reserve for Reduction in Interest Assumption...... 571,892.12 
Reserve for Claims—Proofs Incomplete........... 56,789.20 
RT ING, 5 ab is 6.6.5 absis 69019 49 66 die 9 v0 41,716.84 
POEL A UtnOr AIMEE iv oho sic cos osicswcesceeeess 29,936.87 

DEL RTRUABOE: vino c's sie a 010 05.0 00 se alvpeine peice $18,565,222.78 
Reserve for Contingencies.............sseeeseeeee '$ 827,073.03 
AL RINK ns sg is aay 4 o's 0 010063005 0 wales siursien «ee 300,000.00 
SOSTTIED AS MMBMIIO- .on1s.0:9>,5:5's 0,05 004 Sb oS VES <5: 400,000.00 


Total Surplus to Policyowners.......... 


Total 


eeeeee 


7,135,345.24 
$12,301,742.91 





$20,092,295.81 


1,527,073.03 


$20,092,295.81 
$94,130,192.00 
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Life insurance exists to serve the public; not 
the public to serve life insurance. Therefore, 
agents exist to serve the public first, their 
companies second. An insurance company 
can be no better than the understanding its 
management and agents have of its true 


purpose. 


Clifford L. McMillen 
347 Madison Avenue 
New York 17, N. Y. 


No. 9 of a@ series — 


No. 8 appeared last week. 











Tex. Frowns on “honing 


Added to the states that have issued 
rulings against indiscriminate telephone 
life insurance and A. & H. solicitation 
is Texas. Others that have acted are 
Florida, Kentucky and Iowa. The Texas 
board of insurance commissioners in a 
bulletin, states that the method of de- 
veloping sales contacts by indiscrimi- 
nate telephoning is in the nature of a 
nuisance and reflects adversely on in- 
surance as a whole. The life and 
A. & H. companies and their agents 
are requested to desist from such prac- 
tice on or before May 1. This request 
applies only to so-called cold canvass 
whereby an original sales approach i 
attempted through calls to telephone 
subscribers whose names or addresses 
are available from city directories or 
similar sources. 





Two Leave Tex. Department 


Charles K. Leslie, Jr., supervising 
examiner of the Texas department, has 
resigned to go with Great American 
Health & Life of San Antonio. He had 
been with the department about six 
years. He is succeeded by Robert R. 
Butler, an examiner since 1941. 

Thomas T. Chamberlain, actuary of 
the Texas department, also resigned, to 
return to his former home at Fort 
Worth, where he will become a con- 
sulting actuary. 





Overrules Group Increase _ 


NASHVILLE—Federal Judge 
Davies has ruled that action of the 
Kentucky Home Mutual in increasing 
rates on Nashville postal employes was 
a breach of conduct and has ordered 
the appointment of a special master to 
determine refunds due the Nashville 
postal employes benefit society and 
others since the rate increase was made 
in 1946. 


N. Y. Expense Bill Referred 

The New York bill to ease section 
213 limitation on life company business- 
getting expense has been reported to 
the rules committee. 





Atomic Relay Lowers Cornerstone 
Atomic energy played a part in lay- 


ing the cornerstone for the 19-story 
Crowell-Collier building being erected 
by Metropolitan Life at Fifth avenue 


and 51st street, New York City, as an 
investment. At the push of a button 
10 U-235 atoms were split in about 10 
seconds, each fission being recorded on 
an oscillograph screen. At the 10th 
frssion the cumulative electric impulses 
activated a magnesium flare in a cere- 


| 
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en 


monial ribbon. The ribbon parted with 
a sharp explosion and a flash of light, 
at the same time a hoist was set in ac- 
tion, and the two-ton granite stone was 
lowered about a foot into perfect place- 
ment. 


To Mail Notices Direct 


Mutual Benefit Life will start mailing 
premium notices from the home office, 
beginning April 1. Dividend warrants 
for cash dividends also will be mailed 
direct to policyholders. 


Larson Asks Record 
Budget in Florida 


Commissioner Larson of Florida, in 
addressing a joint meeting of Insurors 
Exchange of Jacksonville and the real 
estate board there, announced that he 
will request a budget for the department 
of $175,000 for the biennium, this being 
the highest request in history. He said 
if the department is to render the service 
to which the insurance business and the 
public is entitled, the increased appro- 
priation is imperative. In 10 years the 
number of licensed agents in the state 
has increased from 9,903 to 23,410. 








Oppose Socialized Medicine 

Lansing Life Underwriters Assn. de- 
cided, after hearing a spokesman for 
the Michigan State Medical Society, to 
name a committee to draft a resolution 
opposing the principle of socialized 
medicine. The membership was pre- 
dominantly in favor of opposing the 
federal government's health insurance 
proposal. 


Brokers’ Life Men Meet Mar. 30 


The newly formed group of life man- 
agers of large brokerage houses, which 
is part of Insurance Brokers Assn. of 
New York, will hear Carrol M. Shanks, 
president. Prudential, and Henry S. 
Beers, vice-president Aetna Life, at a 
luncheon March 30. 








Charles D. Young, 
whose appointment ~ 
as field supervisor of 4 
Midwestern United 
Life at North Man- 
chester, Ind., was re- 
ported in last week’s ! 
issue, has had a pro- 
duction of more 
than $400,000 in his 
general agency since 





joining Midwestern 
United six months 
ago. Cc. D. Young 
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Canadian Market Viewed 
Optimistically By Companies 





Canada is taking an increasingly im- 
portant position in the minds of com- 
pany executives and group writing com- 
panies particularly are very “bullish” on 
the prospects of increased sales and ex- 
pansion of their staffs there. 

Preliminary estimates indicate that 
about $1,160,000,000 of new ordinary 
was written in 1948, a slight decrease 
from °47. Industrial production of 
about $150 million equalled the record 
figure of the year before. Group pro- 
duction was about $135 million, a sub- 
stantial increase from 1947 when $120 
million was written and a tremendous 
increase over 1946 when $82 million was 
issued. Total production for all classes 
of business amounted to about $1,445 
million, a slight decline from 1947. 


U. S. Share of Business 


United States companies wrote almost 
a third of the business written in Canada 
in 1948. Canadian companies wrote 
$1,005 million while the British compa- 
nies wrote about $35 million. Practically 
all of the British production is ordinary. 
They wrote no industrial and only 
$600,000 in group. 

The American companies write about 
two-thirds of the industrial business and 
somewhat less than half of the group 
business in Canada. 

Company officials are more impressed 
by the general level of business activity 
in Canada than they are by insurance 
production figures. Economic ties be- 
tween Canada and this country are grow- 
ing closer. Canada is taking a vigorous 
part in the world economy and building 
its share of world trade. It is selling 
more and more of its products to Eng- 
land and other European countries and 
holds an important position in the ex- 
port field. 

The Toronto Life Underwriters Assn. 
is one of the largest on the continent and 
is growing continually. It added 12 new 
members to the Million Dollar Round 
Table in a brief period last fall. 


Possibilities of Expansion 


Production men point out that Canada 
is second in size only to Russia and has 
but 12 million population. Most of it is 
concentrated in a ribbon 20 miles deep 
extending along the United States bor- 
der. In years to come they believe the 
theme in Canada will be “go north 
young man” and that it will have an 
effect similar to that caused by the 
shibboleth in this country years ago 
“go west, young man.” 

Canadians, they say, are a vigorous 
young people. Canada is no longer sub- 
ordinate to old world economic domi- 
nation and is able to chart its own 
course, 

There is still a shortage of labor and 
although the importation of displaced 
persons has not even begun to fill the 


open spaces the population of the coun- 
try is increasing. However, the indus- 
trial expansion potential is so great that 
it will take many years before the popu- 
lation will be able to exploit the available 
natural resources even to a moderate 
degree. 

Some compare the present Canadian 
expansion with what has been going on 
in this country in the last few years in 
the far west and Texas. 


No Governmental Interference 


Although there is some government 
insurance in operation in Canada such 
as unemployment, and a_ nationwide 
scheme of family allowances as well as 
a non-contributory old age pension and 
mothers’ allowances, there is no social 
security legislation comparable to that 
here. Nor was anything comparable to 
National Service life insurance ever 
adopted there. The federal government 
in Canada has evinced no tendencies to 
investigate the life business. 

“While we have a federal agency in 
Canada which is active in the enforce- 
ment of laws prohibiting combinations 
in restraint of trade,” R. Leighton 
Foster, general counsel Canadian Life 
Insurance Officers Assn., recently wrote, 
“it has never once suggested that any 
illegal or improper combine might exist 
in the life insurance business. This may 
be partly explained by the fact that an- 
other federal agency, the Dominion de- 
partment of insurance, has always as- 
sumed such a large share of the respon- 
sibility for the supervision of insurance 
companies in Canada.” 

The actuary of the association, Bruce 
R. Power, says there is no question but 
that general business conditions in 
Canada are very buoyant. 





“What Management Should Know 
About Pensions” is the topic of a talk 
by Hugh A. Logan, St. Louis life de- 
partment manager of Marsh & McLen- 
nan, at a dinner meeting of St. Louis 
Insured Members Conference March 22, 
LIFE 





Takes Mankato Post 








® 
Cecil J. Bogard, 
whose appointment 


as manager for 
Bankers of Iowa at 
Mankato was re- 
ported in last week’s 
issue, succeeds the 
late George D. Curry 
and has been with 
= company since 


Cc. J. Bogard 
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1, 1953 will be amortized in 32 equal 
semi-annual installments. The private 
placement elicited an explanation from 
the bank that it is not an indication 
of established policy in disposing of se- 
curities in its portfolio. 


N. Y. Life Buys $10 Million 
Bonds from World Bank 


New York Life has taken at private 
sale $10 million of a $16 million issue 
of Belgium government bonds, the re- 
mainder being split among four New 
York savings banks. The bonds are 
guaranteed by the International Bank 
for Reconstruction and Development 
and pay 3% interest. Purchasers are 
paying par and accrued interest. They 
mature in 20 years and beginning Sept. 


x AGENCY AND AGENTS CAREER CONTRAC> 


» MeDon't bive Elephants Away 





Ray E. Flint, John Hancock, was 
presented an honorary membership in 
the St. Louis C.L.U. and a scroll set- 
ting forth his accomplishments, The 
awards were in recognition of Mr. 
Flint’s work on behalf of the chapter. 








BUT 


We do have a Company founded on faith and integrity— 
dedicated to the principles that safety to our policyowners 
and service to our agents comes first. 


This service concept in addition to 66 policy plans, sub- 
standard issuance and flexible underwriting, all backed by 
a career contract for career men and an expansion program 
of Agency Building. 
For Intormation Address: 
CHARLES J. MESMAN, Superintendent of Agencies 


PAN-AMERICAN LIFE INSURANCE COMPANY 


New Orleans U.S. A. 
CRAWFORD H. ELLIS, President 


EDWARD G. SIMMONS KENNETH D. HAMER 
Executive Vice-President Vice-Pres. & Agency Director 
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A Perfect 
COMBINATION 


United Life and Accident’s non-can- 
cellable health and accident coverage 
together with life insurance. Agents 
and brokers within our territory find this contract has a ready 
market under today’s conditions. Its provisions are extremely lib- 
eral and its non-cancellable feature makes it a welcome addition 
to their sales kit. ¢ 





For particulars write to WM. D. HALLER, 
Vice President and Agency Manager 


UNITED. 


LIFE AND ACCIDENT | 
INSURANCE COMPANY | 


Concord, New Hampshire 
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Would Tax Mich. Insurers 


LANSING — Commenting on a bill 
introduced in the Michigan legislature, 
designed to bring Michigan-domiciled 
carriers under the premium tax law, 
Commissioner Forbes said the introduc- 
tion of the bill came as a surprise to him 
He estimated additional revenues, if the 
measure gained passage, at something 


less than $1 million a year. The money, 
he noted, would go into the primary 
school fund and would not relieve the 
state’s financial problem, in which a 
general fund deficit looms. ; 

The measure would exclude policy and 
membership fees in computing taxable 
income of life carriers but would include 
them as premiums of casualty, fire and 
auto carriers. 








Branch Offices in 





the United States 


ATLANTA HONOLULU, T.H. PEORIA 
BALTIMORE INDIANAPOLIS PHILADELPHIA 
BOSTON JACKSONVILLE PITTSBURGH 
CANTON KANSAS CITY PORTLAND, ME. 
CHICAGO LANSING PORTLAND, ORE. 
CINCINNATI LOS ANGELES PROVIDENCE 
CLEVELAND LOUISVILLE RICHMOND 
COLUMBUS MEMPHIS SAN FRANCISCO 
DAVENPORT MINNEAPOLIS SEATTLE 
DENVER NASHVILLE SPOKANE 
DETROIT NEW HAVEN ST. LOUIS 
GRAND RAPIDS NEW ORLEANS WASHINGTON, D.C. 
GREENSBORO NEWARK WILMINGTON 


SUN LIFE ASSURANCE COMPANY OF CANADA 


Established 1865 
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A philosophy 


that works... 


The continuing advancement of the 
essential interests of its field underwriters 
is fundamental in Equitable Life of Iowa 


Scientific selection, progressive and 
thoughtfully planned training, and 
amplitude of field tested sales aids, are 


the merit of which has become more ap- 


As a natural result, Equitable of Iowa 
field underwriters are noted for the effect- 
iveness of their services and held in ever- 





Equitable Life 


Founded in 1867 in Des Moines 


an 


a development program 


by prospects and policy- 
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Inspections Reports’ Value 
on Small Cases Discussed 


Chicago Home Office Life Underwrit- 
ers Assn. at its March meeting heard a 
discussion by James .V. Wilson of 
Washington National and Cliff David- 
son of Mutual Trust on the feasability 
of eliminating inspection reports on life 
insurance applications of smaller 
amounts, Their discussion was based 
on a Statistical report by an eastern 
company in which an attempt was made 
to give an impartial actuarial evaluation 
to inspection reports. The results of 
this study, made by interpreting action 
on their own applications, provided that 
company with justification for the con- 
tinuance of inspection reports on all ap- 
plications. 

The next meeting, April 6, will be 
lod jointly with the Chicago Actuarial 

ub. 





Swedeen Leads N. W. Nat'l 


Arthur H. Swedeen of Minneapolis 
was top man in Northwestern Na- 
tional’s 1948 “Big 10.” Qualification is 
based on volume, premiums, persistency 
and net gain. Runner-up was W. G. 
Wilson of the Texas agency. 


To Work Within Assn. 


NEW YORK—Life managers of sev- 
eral large insurance brokerage organiza- 
thons decided to form a life insurance 
committee working within the Insur- 
ance Brokers Assn. in New York and 
subsequently within the National Assn. 
of Insurance Brokers. This decision 
superseded an earlier plan. to form a 
separate association. 


Cal. Fair Practice Bill 


A lengthy fair trade practices bill is 
before the California legislature. Eleven 
unfair trade practices are enumerated. 








Marsh Agency Makes Record 


The J. D. Marsh agency at Washing- 
ton, D. C., of Lincoln National, cele- 
brated record production for the year 
of $12,544,000, at its annual dinner 
party. Daniel I. Moler, leading agent, 
was presented two awards. Of the 15 
in the agency, seven were among the 20 
leaders for the company. 

Charles K. Reid, II, assistant man- 
ager, described the new programming 
department. 





N.E. Mutual Veteran Dies 


Webster D. Adams, 71, retired assis- 
tant secretary of New England Mutual, 
who up.to the time of his retirement last 
July had been with the company for 
52 years and was its oldest active em- 
ploye in years of service, died at his 
home in Newburyport, Mass. He was 
elected assistant secretary in 1928. 





W. Rulon Williamson, actuarial con- 
sultant to the Wyatt Co., to the Blue 
Cross, to Guatemala’s social security in- 
stitute, is addressing a gathering at the 
Unitarian Church at Washington, March 
25, on the money aspects of old age. 
The forum is being arranged by Karl 
Hoffman of Union Mutual Life. 





C. R. Keck, who retired in 1947 as as- 
sistant secretary of Northern Life of 
Seattle, died. He was with the company 
37 years and had also been agency 
auditor, 





J. Nick Koerner, 87, who for many 
years was connected with the Ohio de- 
partment, died at his home at Columbus. 
He will be recalled by many of the older 
men in the business. After leaving the 
Ohio department some years ago he 
was associated with an insurance com- 
pany at Columbus. 





The J. D. Marsh agency of Lincoln 
National at Washington led the com- 
pany in February with paid business 
of $1,766,000. 





Ontario Moves to Stifle 
Unlicensed Insurer “Ads” 


TORONTO—Superintendent White. 
head of Ontario has sent a letter to 
newspapers in the province asking that 
they refuse to accept advertisements 
from insurance companies which aren’t 
licensed in the province. The superin- 
tendent comments: “The chief offend- 
ing companies in this connection are 
American Farmers and Bankers Na- 
tional, both of Phoenix, Ariz. The use 
of the mails has been denied to the 
American Farmers by the Canadian fed- 
eral postoffice authorities. Apparently, 
in order to circumvent this, one or both 
of these companies have recently been 
inserting advertisements in different 
newspapers, reading the same as, or 
similar to the following: “Good com- 
mission, daily selling, low cost family 
group life insurance; worldwide cover- 
age; no race or occupational restric- 
tions.” 

The official asked that the newspapers 
check with the Ontario department to 
see if each insurer attempting to adver- 
tise is licensed. He indicates that the 
Ontario department would like to see 
the states adopt a regulation which is in 
effect in Ontario, preventing an Ontario 
incorporated company from selling in 
another jurisdiction unless it is licensed 
there. Mr. Whitehead commented that 
many persons in the province have been 
prosecuted for selling unlicensed insur- 
ance and for not having licenses them- 
selves, 


Claim Men Fix Dates 


The 40th annual meeting of Inter- 
national Claim Assn. will be held at 
Hotel Sagamore, Bolton Landing, Lake 
George, N. Y., Sept. 18-21. 





Program chaitman is Francis X. 
Reilly, assistant secretary Guardian 
Life. 


Other committee chairmen are: En- 
tertainment, L. L. Phelps, Great North- 
ern Life; transportation, John McAlex- 
ander, Bankers National; auditing, D. B. 
Andrews, Mutual Benefit; hotel, Edwin 
Linthicum, Jr., Travelers; law, M. H. 
Rieke, Minneapolis Commercial Men’s; 
group, R. T. Heller, Prudential; per- 
sonal A. & H, L. E. Carter, General 
Accident; life, W. E. Trout, Penn Mu- 
tual; medical conference, A. G. Fank- 
hauser, Continental Casualty; lay ad- 
justers, H. S. Don Carlos, Travelers; 
public relations, E. J. Bohne, Equitable 
Society. 


Signs Neb. Housing Bill 


An emergency act to help relieve Ne- 
braska’s housing shortage was signed by 
Gov. Peterson. It clears the way for 
insurance companies to enter the rental 
housing field. They had been prevented 
from doing so under past laws restrict- 
ing such investments. 





Buyers -to Hear Whittaker 


Edmund B. Whittaker, vice-presi- 
dent of Prudential, will speak on state 
disability laws and current problems of 
hospitalization insurance at the March 
24 meeting of Risk Research Institute at 
New York. 





Discuss New Agent Problem 


LOS ANGELES — Life Insurance 
Managers Assn. of Los Angeles held @ 
session devoted to training and supef- 
vision of the new agent, with Edwin R. 
Joos, John Hancock, and Arthur E. 
Keaus, Pacific Mutual, being the speak- 
ers. 





James Lee Loomis, retired board 
chairman of Connecticut Mutual, is be- 
ing mentioned for appointment by Gov- 
ernor Bowles to the proposed commis 
sion to reorganize the Connecticut state 
government. A bill authorizing the gov 
ernor to appoint a five-member commis 
sion has been approved by the assem- 
bly’s joint judiciary committee. It wi 
be considered by the senate this week 





comp: 
comes 
branc 
Harv 
sistan 


Pilo 
sistant 
ing sc 
Te. 
P. Pa 
the fie 


air cot 


Chai 
apolis 
cruise 
ter, M 
ing the 

The 
tionaliz 
Minist. 
mons. 

How 
sachusi 
severel 
mobile 
Hospit 
had pr 
to be 
longed 


XUM 


h 18, 1949 


———, 


Ads” 


nt White. 
. letter to 
sking that 
rtisements 
1ich aren’t 
e superin- 
ief offend- 
ection are 
ikers Na- 
_ The use 
ed to the 
1adian fed- 
\pparently, 
ne or both 
ently been 

different 
ne as, or 
700d com- 
ost family 
ide cover- 
al restric- 


ewspapers 
irtment to 
* to adver- 
s that the 
ike to see 
vhich is in 
in Ontario 
selling in 
is licensed 
ented that 
have been 
sed insur- 
ises them- 


of Inter- 
e held at 
ling, Lake 


rancis X. 
Guardian 


are: En- 
eat North- 
1 McAlex- 
ting, D. B. 
tel, Edwin 
w, M. H. 
ial Men’s; 
ntial; per- 
r, General 
Penn Mu- 
G. Fank- 
'; lay ad- 
Travelers; 
Equitable 


sill 

relieve Ne- 
; signed by 
e way for 
the rental 
prevented 
vs restrict- 


aker 

vice-presi- 
k on state 
-oblems of 
the March 
nstitute at 


roblem 


Insurance 
‘les held a 
and supef- 
Edwin R. 
Arthur E. 
the speak- 


red board 
‘ual, is be- 
it by Gov- 
d commis 
‘ticut state 
g the gov 
+r commis 
the assem- 
se, It wi 
this week 





March 18, 1949 


LIFE INSURANCE EDITION 


23 











Jury Rules Heart Attack 
in Lifting Accident Result 


A superior court jury at Bridgeport, 
Conn., ruled that Prudential should pay 
double indemnity with interest in the 
death of an undertaker’s assistant who 
suffered a fatal heart attack while mov- 
ing a 250-pound corpse. The _ jury 
awarded Mrs. Madeline B. Paul of Hart- 
ford $5,640 in addition to $5,000 already 
paid on a life policy held by her late 
husband, Archie A, Paul. 

Mr. Paul was helping another man 
move the coffin containing the body 
when the other man’s grasp slipped and 
he attempted to bear the 400 pound 
weight of the body and the coffin. His 
widow claimed this caused him to suffer 
a heart attack from which he died 11 
days later. 


Fills Overseas Posts 


Manufacturers Life has appointed A. 
W. Coppin, agent in Malaya since 1946, 
as district manager at Penang. R. H. 
Shepard, formerly a naval lieutenant- 
commander, becomes district manager 
at Bournemouth, England. A. S. Eas- 
ton who joined the company in 1946 
after six years military service, becomes 
agency assistant at Bournemouth. R. 
H. Dickson, who has been with the 
company for more than 10 years, be- 
comes agency assistant as the west end 
branch n London, England. J. P. 
Harverty has been appointed agency as- 
sistant at Calgary. 











Ia. Senate Committee Named 


DES MOINES—Sen. E. K. Bekman 
of Ottumwa, an attorney, was named 
chairman of the senate insurance com- 
mittee. Sen. George Faul, counsel ‘for 
American Mutual Life of Des Moines, 
is ranking member of the committee. J. 
T. Dykhouse of Rock Rapids, Otto 
Henningsen of Clinton and William 
Linnevold of Decorah, all local agents, 
are on the committee. 


List Protective’s Leaders 


Protective Life’s leaders for 1948 
among agents were U. S. Savage, New- 
port News; S. H. Welch, home Office; 
E. D. Zeigler, Florence, S. C.; B. M. 
Staley, Newport News; E. R. Ormsbee, 
Norfolk; R. C. Hewitt, Florence; W. H. 
Lane, Norfolk; E. P. Andrews, Mont- 
gomery; P. J. DeGrouchy, Norfolk; and 
R. W. Bishop, Guntersville, Ala. 

The Newport News agency led in vol- 
ume. Next in order were Norfolk, 
home office; Florence, C. S.; Austin, 
Tex.; Knoxville, Mobile, Guntersville, 
Tuscaloosa, and Florence, Ala. 


Pilot Adds Training Assistants 


_Pilot Life has added five training as- 
sistants to the industrial division train- 
ing school: J. E. Byars, W. B. Bullard, 
T. T. Phelps, G. E. Stephenson, and S. 
P. Parks. All are being moved up from 
the field. 


NEWS BRIEFS 


Wesley R. Condon has been appoint- 
ed manager of Lamar Life’s underwrit- 
ing department. He has been an under- 
writer for Missouri Ins. Co. at St. Louis 
and before that was in the automobile 
business at Rantoul, Ill. He was in the 
air corps during the war. 


Chairman Edward B. Raub of Indian- 

apolis Life, and Mrs. Raub are on a 
cruise to South America. Their daugh- 
ter, Mrs. Eleanor Irwin, is accompany- 
ing them. 
_ The government has no plans for na- 
tionalizing the insurance business, Prime 
Minister Attlee told the house of com- 
mons. 

Howard Kelley, general agent of Mas- 
sachusetts Mutual at Chicago, who was 
severely injured in Jamuary in a auto- 
mobile accident, is still in Silver Cross 
Hospital, Joliet. Recently his recovery 
had progressed sufficiently to allow him 
to be placed in a cast, following pro- 
longed traction treatment to bring brok- 
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en bones into line. He suffered frac- 
tures of the pelvis, leg, arm, -and rib. 
Mrs. Kelley suffered a severe concussion 
but has been out of the hospital for 
some time. Mr. Kelley hopes to be able 
to move to a hospital in Chicago soon. 


Manager G. A. Sattem of Mutual Life, 
now is domiciled in his now offices at 
1032 Wilshire boulevard, Los Angeles. 


S. C. Atkinson, president and general 
manager of General Films, Ltd., has 
heen elected a director of Fidelity Life 
of Canada. R. B. Hayes has been ap- 
pointed actuary. 


Manufacturers Life has named T. 
Reginald Lamon district mortage su- 
pervisor in northern and southwestern 
Ontario and in the United States. 


Elmer O. Bierbaum, Union Central, 
Cherokee, Ia., will speak March 19 at 
a meeting of the Nebraska Round Table 
in Omaha. 


Bankers Union Life of Denver, has 
been licensed in California for life and 
disability. General agent is M. J. Mc- 
Cormick, Berkeley. He is a brother of 
the preseident of the company. 


Seventy-one fraternal field representa- 
tives recently won the fraternal insur- 
ance counselor designation, bringing the 
total to 786. 


Minimizes Federal Threat 


If national health legislation should 
be passed by Congress, it would be in 
a minimal form and the A. & H. busi- 
ness would not suffer, Willis B. Hulse, 
vice-president, declared at a seminar of 
Educators Mutual at Miami. He said 
that the A. & H. business has shown 
ingenuity in adjusting itself to the times 
and can better its position regardless 
of any federal program. J. Lawrence 
Strickler, president, presented an award 
for outstanding production to Frank 
Gabor, general agent for Florida. 


Texas Limits Loan 
Insurance Coverage 


The Texas commissioners have issued 
regulations which limit kinds, amounts 
and premium, charges on _ insurance 
which can be required of creditors by 
lending agencies. Each borower is now 
provided with a copy of a loan applica- 
tion which specifies the amount of the 
loan, the kind and amount of insurance 
and the premium charged. The bor- 
rower is provided freedom of choice in 
the selection of the insurance agent and 
carrier. The Dallas Better Business 
Bureau estimates that the new regula- 
tions will effect an annual gross income 
reduction of $400,000‘for loan companies. 





Volk of Prudential Tells 
How to Develop Executives 


Vice-president Harry J. Volk, head of 
the western home office of Prudential, 
spoke at the silver anniversary instal- 
lation dinner of the Los Angeles Junior 
Chamber of Commerce on “Develop- 
ment of Executive Talent Through De- 
centralization.’ ’ 

“The best device for providing young 
men with experience is to put them into 
positions of broad responsibility and to 
clothe them with authority to act,” he 
said. “Such mistakes as may be made 
generally will be more than compen- 
a for by the overall good that re- 
sults. 

“When we consider many of the ex- 
ecutive training programs that are pres- 
ently in effect, it seems to me that none 
of them offer the real opportunity for 
rapid development of tried and tested 
high-grade executive personnel as does 
a program of decentralization. This 
program may mean fundamental 
changes in organization concept, but it 
is a solution not only to the problem 
of strengthening the business itself but 





Selby L. Turner, New England Mu- 
tual, New York City, has qualified for 
the 1949 Million Dollar Round Table for 
the fourth consecutive year. 





start. 


first three years. 


® 
HOME OFFICE, NEWARK, N. J. 





Modified Life 3 premiums during the first three 
years are 15% less than in later years. For ex- 
ample, at age 35, per $5,000 face amount, the 
annual premium is only $115.65 for the first 
three years and $136.05 thereafter. 


Thus, in effect, the policyowner receives the 
advantage of dividends in advance! And divi- 
dends after three years are usually sufficient to 
reduce gross premiums to the low level of the 


Your First Thought for Cost-Conscious Clients— 
The Prudential's Modified Life 3! 


THE 


NO NEED TO THINK TWICE... 


. . . about recommending The Prudential's Modi- 
fied Life 3 policy when your client needs perma- 
nent protection that's low cost right from the 
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Sales Ideas and Suggestions || 








Producers Offer Usable 





Ideas at N. Y. Congress 


By DONALD J. REAP 


NEW YORK—A panel of six field 
men provided the talent at the annual 
sales congress of the New Yirk City 
Life Underwriters Assn. and the four- 
hour program was filled with a wealth 
of sales ideas. More than 700 attended 
the morning and afternoon programs. 

A retirement income package pro- 
gram was offered by Mark C. Muller, 
Phoenix Mutual, who suggested telling 
prospects that they can buy an annuity 
on the installment basis and never lose 
their equity in the plan. He tells pros- 
pects that the only way they can lose 
with this plan is to take it out for one or 
two years and then lapse it. When he 
finishes his sales talk he likes to have 
the prospect wondering if he can qualify. 
Retirement Income Approach 

For a prospect age 40, with sufficient 
income he gives a talk in which he 
shows that an income of $200 a menth 
at age 60, at a 244% interest assump- 
tion, would require him to accumulate 
$96,000, $4,800 a year for the next 20 
years. But a Phoenix Mutual retire- 
ment plan would do it for only $1,942 
a year, or $165 a month, 

Mr. Muller also shows the prospect 
that from the time he starts to pay his 
premiums the company guarantees $25,- 
000 in case of death or, with double in- 
demnity, $50,000. He tells the prospect 
who wants waiver of premium that the 
plan will be worth $1,942 a year in the 
event he is disabled. 

More Coverage on Wives 

Stuart A. Monroe, Equitable Society, 
discussed some of the advantagés of the 
1948 revenue act and stressed the use 
of the liberal gift tax provisions in en- 
couraging grandparents to make gifts to 
grandchildren in the form of insurance. 
He urged caution in the use of the mar- 
ital deduction. The deduction has cre- 
ated a greater need for insurance on 
the life of the wife, he said. For ex- 
ample, a man has an estate of $260,000. 
After the marital deduction it amounts 
to $130,000 and the tax on it would be 
$12,000. This would leave the wife $248,- 


000 but on her death there would be a 
tax of $45,000. Thus there is a total tax 
of $57,000, most of it having been paid 
out of the wife’s estate. Consequently 
she needs liquidity in the form of more 
insurance. He urged producers to study 
up on the tax laws before taking any 
action on clients’ policies. “Once you 
have studied them you will be able to 
find the weak spots in the program,” 
he said. “You will be able to develop 
additional sales.” 


Policies for Clean-Up 


Sadler Hayes, Penn Mutual, urged the 
use of policies with the least valuable 
eptions as a clean-up fund. The older 
policies having the highest rates of in- 
terest should cover the wife’s long range 
protection problem. If the client has a 
group life program, that can be used for 
last illness and funeral expenses. 

He praised the use of service to clients 
as a way to build prestige. He recalled 
how he had spent considerable time at 
no charge straightening out the policies 
of the widow of a friend of a lawyer 
who phoned him asking for help. It took 
considerable time and effort but the law- 
yer became a valuable center of in- 
fluence and the service has paid off ex- 
tremely well. 

Once the agent has prepared the pro- 
gram he should go back to the client 
with conviction that it is right. “Be 
sold on it yourself,” he said. “You can 
get the client to take what is recom- 
mended 90% of the time if you do a 
good job.” 


IDEAS FOR DEBIT MEN 


Carl P. Lundy, Prudential, Philadel- 
phia, suggested-tusing the collection book 
as a source of prospects. In drawing 
up his route list the debit man should set 
down his collection calls and a number 
of places in the neighborhood where 
he can canvass for sales at the same 
time. He urged looking in the book 
for clients who are carrying less than 
the maximum allowed by the company. 








Try to sell them more, he suggested. 
Once the agent has made the list, he 
suggests following it through, for it will 
be a great time conserver. 

The young man getting his first job is 
an excellent source for sales of en- 
dowment 60 or endowment 65, he said, 
The people to start with are the par- 
ents of the young ‘man. Suggest it as a 
savings plan. The parents will naturally 
go for the plan and will recommend it 
to the younger person, he said. 

In addition to calling at all new homes 
in the neighborhood, he suggested close 
scrutiny of new business transfers. 
Debit men find that the other agent 
may not have tried to sell increased in- 
surance for which there is a market. 

The debit man writes the big major- 
ity of premiums on his biggest cases at 
night, he said. He can write the small 
amounts on wives and children during 
the day. But to sell the fathers, career 
women, or elder children who work 
during the day, he has to catch them at 
home at night. He pointed out that 
an extra hour of work a day would add 
a month to the agent’s working year. 


Let Him Say Yes 


Give your client a chance to say yes 
several times during the sales talk, he 
suggested. Don’t sell the policy and 
then buy it back. Stop talking once 
in a while and let him say yes if he has 
a mind to. Use a positive sales talk 
asking the prospect whom he would like 
to have named as beneficiary, etc., rather 
than simply asking him if he wanted to 
buy it as though you hadn’t already con- 
vinced him that he did. As for sales 
slumps that leave the agent in the 
dumps, he said that the careers of the 
best underwriters in the country are 
filled with mountains and valleys and 
that if the agent keeps plugging he will 
go right back up to the top again. 

Career prospecting, said nag K. 
Gutmann, Mutual Life of New York, 
is based on finding a multiple-need pros- 
pect who has multiple contacts in a 
consolidated market. The married man 
with wife and child is that prospect. 
The prospect has three orbits in which 
sales can be made—his family, business, 
and friends. 

A policyholder is a prospect until he 
reaches the limit of his ability to buy, 
he said, and should be sold not once but 
several times. He reported on one pros- 
pect to whom he had sold a $10,000 
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policy which in later years was increased 
to $53,000. Eventually the policies sold 
on that man’s family, his business and ( 
the members of his firm, as well as two 
of his tennis partners, added $357,000 in 
sales to the original $53,000. Through ( 
his brother, an intern in a hospital, in 
a few years he was able to write some 
$900,000 on hospital personnel. Another 
$896,000 was written through a contact 
in the entertainment field. 

Speaking on market trends, he said 
that since the war particularly, families 
have been spread all over the country 





and that parents, brothers, and sisters, CC 
can no longer depend on each other to 
help out in case of a difficulty. Each 
must be able to take care of himself B. Rus. 
and his dependents. Insurance is the||lCari A. 


only sure way of doing it. 
Worry Like an Expert 





The meeting concluded with an° in- 

spirational talk by Vash Young, Equita- 
ble Society. If worrying is one of your 
problems, he said, and you are all upset 
about the government, politics, taxes, 
etc., set aside a definite time for it, 
Perhaps a peaceful half-hour at home 
is the best time, he advised. But don’t 
worry during business hours when its 
going to cost you money, he suggested. 
If you are going to be a worrier be an INDI. 
expert at it, he urged. You will find 
that it is such a horrible task that you'll 
soon stop doing it, he said. Finally, he 
said, if you aren’t satisfied with what 
you're doing now, then you must be do- 
ing something wrong and you will have 
to change. Try to figure out what's 
wrong and then change it, he advised. 











Caravan Sessions Held 
at Four Utah Cities 


Utah Assn, of Life Underwriters) 
conducted a caravan visit to the four 
locals, Cache Valley (Logan), Ogden, 
Salt Lake City and Central Utah. 
(Provo). ‘ } 

Harold M. Wright, Metropolitan Life, 
president Salt Lake association, pre-' 
sided, while J. R. Barnes, New York 
Life, conducted the largest session of 
the present season at Salt Lake City. 
Speakers were John Binns, American | 
National, president Cache Valley asso- 
ciation; Homer Ritchie, Prudential, Og- 
den; Reed W. Brinton, Salt Lake, New 
York Life, member Million Dollar] 
Round Table. 

Highlights of the talks were: Ne Wee 4 
“God helps those who help themselves’ 

—join the local association.” —_—— 

“If you are not successful in your 
work, take an inventory of yourself.” 
“Qualities necessary for a successful 
life underwriter include ‘sticktoitive- 
ness,’ use of visiual aids, seeing people, 
seeing more people, third party influ- 
ence.” 


Danger in Compulsory Idea 


Organized labor has begun an all-out 
drive to force adoption of compulsory 
employe pension plans by _ industry, 
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Franklin Van Sant, manager National} FRA 
Guardian Life at Madison, Wis., told} 
La Crosse County Bar Assn., with aff COR 
number of life men as guests. Thisff 
pressure may prove to be a disadvantage ff 
to working people, he added, since thefl mg Bou 
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most important consideration in es 
lishing pension plans is whether the em- 
ployer can continue indefinitely to make 
the necessary deposits in the pension’ 
fund. Voluntary plans, drawn on a s 
basis after careful study, now cover 25% 
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to 30% of the nation’s industrial work- BOWLE 
ers, he said. CONS 

Sterling T. Tooker, secretary of the °25 Ame 
personnel department of Travelers, ad- Ry 
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Illinois Results 
for 1948 Given 


(CONTINUED FROM PAGE 6) 
New Rusiness' In Force 


$ 
20,604,449 





Lutheran Mutual 4,068,741 
Mammoth L.&A.. (I) 131,453 701,244 
Manhattan, N. Y.... 1,165,519 6,891,719 
Mass, Mutual ...... 17,631,907 221,531,939 
(G) 3,639,936 5,032,436 
Metropolitan ....... 141,718,959 1,610,028,137 
(G) 297,296,909 785,447,55 
(1) 50,559,998 $25,639,046 
MichigaR ocscceccce 37,244 37,244 
Midland Mutual .... 1,389,443 9,853,019 
Minn, Mutual ...... 4,570,787 25,669,672 
(G) 729,507 1,808,925 
eae Fes 2,440,461 4,163,947 
(I) 6,658,888 9,262,452 
Monarch .....¢6..... 1,143,954 5,223,388 
Monumental ....... 5,842,000 34,267,639 
(1) 5,383,973 37,532,779 
Mut. Benefit Life... 18,538,573 212,211,649 
Mutual, N. Y....... 18,849,774 340,959,200 
National L, & A.... 6,446,327 32,427,027 
(G) 465,700 896,600 
(1) 18,222,563 69,680,597 
National, Iowa he 530,250 6,636,631 
National, Vt. ....... 6,358,440 57,290,666 
New England ...... 24,256,318 231,630,114 
New York Life...... 66,125,795 850,088,742 
North Amer. L. & C. 27,100 17,976 
North Amer. Re.... 2,555,300 10,309,300 
Northern, Wash. 395,451 820,485 
Northwestern Mut... 45,516,855 567,480,025 
Northwestern Natl.. 7,897,581 61,729,356 
(G) 262,500 1,727,870 
Occidental, Cal. .... 10,945,449 41,605,348 
(G) 9,468,500 30,335,393 
Ohio National ..... 5,405,045 20,751,897 
Ohio State ......... 787,394 6,981,265 
Old Line Life....... 1,313,272 8,340,967 
Pacific Mutual ..... 6,201,208 50,554,428 
(G) 430,500 652,000 
Pan-American ..... 596,07 5,260,502 
20,000 206,000 
Paul Revere 2,043,378 12,581,543 
87,000 87,000 
Penn Mutual 18,221,431 225,732,264 
Peoples, Ind. 437,614 5,885,802 
15,200 165,100 
Philadelphia 562,566 3,495,494 
Phoenix Mutual 5,865,936 64,740,608 
Postal L. & C....... 19,500 101,111 
Provident L. & A... 852,065 2,154,331 
(G) 134,550 5,862,000 
Provident Mutual 7,843,664 65,010,050 
Prudential ......... 182,023,977 1,396,838,169 
(G) 70,106,513 207,196,761 
(1) 4,349,841 653,515,933 
Reliance ......<.... 2,825,474 25,877,167 
Reserve of Dallas... 3,600 3,600 
Security Mut., N. Y. 756,342 4,992,328 
Standard, Ind. ..... 41,500 922,718 
State, THR... eevacs 136,559 6,718,382 
State Mutual Life... 10,426,898 76,105,861 
(G) 5,433,696 6,110,008 
Sun of MG... u.5o 2,483,056 7,716,454 
(1) 4,869,583 16,879,900 
Travelers... s decescas 19,462,187 267,379,359 
(G) 163,359,367 479,012,320 
Union Central ..... 9,660,030 $4,755,766 
Union Labor ....... 229,856 1,291,967 
(G) 1,887,500 8,366,700 
Union Mutual ...... 1,232,723 5,685,134 
G) 27,000 29,000 
United Benefit ..... 6,931,524 36,661,379 
United States ...... 2,387,821 4,523,897 
(G) 817,615 1,140,048 
Western & Southern. 19,568,325 129,150,821 
(G) 752,010 1,865,760 
(I) 14,965,374 129,883,091 
Wisconsin Natl. 2,390,492 9,368,226 
Wood'n Cent. Assur. 108,037 144,668 
Woodmen Central... 859,958 1,670,930 
World, Omaha ..... 1,778,288 5,128,376 
(G) 121,500 146,500 

FOREIGN COMPANIES 

Canada Life ....... 395,973 12,934,087 
(G) 939,900 2,550,700 
Great-West ........ 15,099,488 79,306,870 
(G) 820,000 28,774,442 
Manufacturers ..... 2,257,984 19,326,697 
Sun of Canada...... 7,080,415 81,804,644 
(G) 13,233,896 40,583,360 





Total Ordinary ....1,153,844,476 10,254,792,713 
Total Group ....... 1,119,614,706  3.039,000,968 
Total Industrial 222,724,372 2,088,292,693 


Total All Classes. ..2,496,183,554 15,382,086,374 
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in last week’s issue, 
has averaged more 
than $500,000 of per- 
sonal production 
during his 15 years’ 
experience. 





Mutual Life Managerial 
Rally at White Sulphur 


(CONTINUED FROM. PAGE 3) 


—a gain in population and market equal 
to the addition: New York City, Chi- 
cago, Los Angeles, Detroit, Philadelphia, 
San Francisco and St. Louis. 

“The road ahead will not be effortless, 
with never a care and never a worry,” 
Mr. Woodward cautioned. But he add- 
ed: “Never before have we possessed 
the capacity, the organization, and the 
knowledge to meet whatever problems 
the future may hold.” 

“You have greatly superior tools, and 
you are backed by determination and 
large research expenditures to provide 
more and better tools,” he declared. 
“You have a market vastly larger, and 
you have much more reason from past 
experience to have confidence in large 
expansion.” 

There were nine panel discussions. 
Directing the talks were the divisional 
superintendents, D. D. Briggs, Stanton 
G. Hale, Harry B. Cadwell, Edward E. 
Waller and Frank B. Jackson. 


W. E. Wright has been named gen- 
eral chairman in charge of the Ohio 
Life. Underwriters Assn. convention to 


be held in Toledo May 5-7 in the Com- 
modore Perry hotel, with the Toledo 
Assn. acting as hosts. 


Would Drop Estate Tax 
(CONTINUED. FROM. PAGE 1) 


worth $250,000 is $47,700. If the owner 
wished to insure against the tax, it 
wouldn’t be sufficient for him to pur- 
chase $47,700 of insurance, since tax on 
the insurance would automatically raise 
the tax to $62,010. To cover the business 
and the tax, $68,300 in insurance would 
be. needed. 

(2) Allow a limited deduction from in- 
come tax for premiums paid on insur- 
ance or amounts otherwise earmarked 
for payment of death taxes. 

(3) Give life insurance the same es- 
tate-tax treatment as any other form of 
property. If the owner of a business pro- 
vides for payment of estate tax on his 
death by giving his son $3,000 a year, 
there is no estate tax on the money thus 
transferred. If he gives his son $100,000 
in cash, there is a gift tax but no estate 
tax. The son has $100,000 less gift tax 
free and clear for payment of estate tax. 
However, if the son is given $3,000 a 
year to pay premiums on a life insur- 
ance policy covering the father’s life, 
the insurance proceeds are piled on top 
of the father’s other property and sub- 
ject to estate tax. Removal of this dis- 
crimination against one type of property, 
life insurance, would facilitate putting 
the heirs of owners of independent busi- 
nesses in position to meet estate-tax 





obligations and to carry on the business 
free of extraordinary obligations. 
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Fraternals Fight 
Mail Rate Hike 


Thomas R. Heaney, high chief ranger 
of Catholic Order of Foresters, has re- 
leased a letter he has sent to Postmas- 
ter General Donaldson, protesting the 
proposed increase in second-class mail 
rates for non-commercial publications. 
The “Catholic Forester,” monthly pub- 
lication of Mr, Heaney’s society, has a 
mailing list of about 160,000 and there 
is no paid advertising and no subscrip- 
tion charge. A similar situation would 
apply to practically all of the magazines 
published by the more than 100 legal 
reserve fraternals in this country. These 
magazines have a total mailing list of 
about eight million. He said he knows 
of no such publication that makes a 
direct subscription charge and there are 
but few that accept paid advertising. 

These publications, he said, possess 
educational value and disseminate in- 
formation that provides services to the 
homes of the country. 

Mr. Heaney said he is suggesting that 
executives of all fraternal societies that 
publish magazines get in touch with 
their lawmakers to point out the in- 
justice that would be caused by an in- 
crease in second-class rates for fraternal 
or other service magazines. 





Maccabees Issues Income 
Riders for $15 and $20 


Maccabees is now issuing family in- 
come riders providing $15 and $20 a 
month for 10, 15 and 20 years. The 
$10 plan will be continued at new rates. 
_ The monthly rate for the 10 year 
family income rider at age 35 is now 
34 cents with 1 cent extra for waiver. 
[he waiver charges extend up to 3 cents 
at age 50, where the waiver privilege 
ceases. The monthly rate for the 10 
year rider, under the $15 a month plan 
at age 35 is 52 cents with 1 cent extra 
for waiver. The waiver charge ranges 
up to 5 cents at age 50. The 10 year 
rider under the $20 a month plan costs 
at age 35, 71 cents, with 1 cent extra 
for waiver. Waiver extends up to age 
50 at 7 cents. Rates on these plans are 
payable for eight years. 

_ The monthly rate for 15 year family 
income rider on the $10 a month plan 
at age 35, is 51 cents with 1 cent extra 
for waiver. The waiver charge runs up 
to 7 cents at age 50. On the $15 a 
month plan, the rider costs 81 cents and 
the extra for waiver is 2 cents. The 
waiver charge extends up to 12 cents 
at age 50. Under the $20 a month plan 
for the 15 year rider the charge is $1.11. 
The extra for waiver is 2 cents extend- 
ing upward to 16 cents at age 50. Rates 
are payable for 12 years on these plans. 

The monthly rate for the 20 year fam- 

ily income rider under the $10 a month 


plan at age 35 is 72 cents with 2 cents 
extra for waiver. The waiver charge 
extends upward to 14 cents at age 50. 
The 20 year rider, under the $15 a 
month plan, costs $1.15 with 3 cents 
extra for the waiver. The waiver charge 
extends up to 22 cents at age 50. The 
$20 a month plan, for the 20 year rider, 
costs $1.58 and 4 cents extra for waiver. 
Waiver charge at age 50 reaches 30 
cents. Rates are payable for 16 years 
on 20 year riders. 


Modern Woodmen Gains Are 
Reported in Statement 


A gain of more than $6 million in ad- 
mitted assets is shown in Modern 
Woodmen’s financial statement, total as- 
sets being $149,592,598 Dec. 31, a gain 
of 4.33% as shown in the annual state- 
ment. About 77% or $115,197,447, is in- 
vested in bonds, increase 1.9%. 

First mortgage real estate loans were 
$13,475,034, 9% of the total. Properties 
used exclusively by the society, includ- 
ing head office buildings and equipment 
in Rock Island, are carried at $2. 

Certificate reserves, the amount re- 
quired to meet liabilities on outstanding 
life insurance contracts totaled $134,- 
280,517, increase 5.38%. 

Contingency reserves and unassigned 
funds totaled $10,920,696, substantially 
the same figure as at last year-end. 

The actuary reports solvency ratio at 
the year-end was 107.28% and interest 
earned on investments averaged 3.75%. 

Other items included $12,061,982 paid 
in benefits for the 12 month period. 

New business written in the year 
totaled $38,576,172, increase $1,339,641 
over 1947. Insurance in force amounted 
to $530,079,108, also an increase. 








Royal Neighbors Figures 


Royal Neighbors has assets $124,149,- 
554 of 3.7%. Major asset items are U.S. 
government bonds, 18.5%; state and 
municipal bonds 49%; mortgages, 13.6%. 
The society earned at a net interest 
rate of 3.25% as against 3.21%. Insur- 
ance in force gained $8,535,394 to reach 
$387,321,364. New business in 1948 was 
$27,246,700, up $1,065,300. Benefit pay- 
ments increased $82,347 to reach $5,- 
922,275. 








Would Take Pensioners’ Policies 

Missouri would be permitted under a 
bill in the legislature to place a lien on 
old-age pensioners’ property, including 
life insurance. State claims on propery 
of persons receiving old ,age assistance 
would take precedence over all other 
claims. As for life insurance policies, 
the state could receive the benefit, with 
not more than $400 to be deducted for 
cost of last illness and funeral. The fed- 
eral government could also share in 
the policy proceeds, consistent with its 
financing of the pensions. 





March 1 to June 1. 


and social activities. 





HONOR THEIR LEADERS 


Sovereign Officers of the Woodmen of the World who have so 
successfully directed its fraternal activities and financial affairs, 
are being honored by an intensive membership campaign, 


Field men and members are working together to enroll men 
and boys to share the benefits of safe, sound, legal reserve 
Woodmen life insurance protection and Woodcraft’s fraternal 


WOODMEN OF THE WORLD 
- LIFE INSURANCE SOCIETY 
Omaha, Nebr. 








Kern Drive Beats Schedule 


The annual March production cam- 
paign of Alliance Life of Chicago, which 
is dedicated to President M. A. Kern, is 
running ahead of previous March cam- 
paigns at the half-way mark. Each 
agent is pledged to turn in at least one 
application for a sizable volume on 
March 23, Mr. Kern’s birthday, as a 
birthday greeting. 


Makes Report to Employes 


Mutual Benefit Life is again issuing 
a report on its operations specificly for 
its employes. The report is being mailed 
to their homes. The format follows that 
of the home office staff newspaper. 


Adds $321,000 to Fund 


Washington National’s 1948 contribu- 
tion to its employes savings and profit- 
ing sharing pension fund was $321,000, 
up more than $34,000 over 1947. Fund 
earnings in 1948 increased the fund by 
approximately another $236,000. The 
company has contributed a total of $1,- 
634,124, during the 6%4 years the pension 
fund has been in existence, and the 
fund’s assets are now about $2,600.00. 
Employes contribute 5% of earnings for 
the maximum of $250 per year and share 
in company contribution and fund earn- 
ings based on years of service. 











Interstate in Temporary Offices 


All offices of Interstate Life & Acci- 
dent are being moved from the old 
building at Chattanooga, which is to be 
razed, into temporary quarters. A new 
office building will be constructed on 
the site of the old. Nearby residences 
have been leased for office space until 
the new structure, estimated to cost 
$1,750,000, can be completed. 


RECORDS 


BANKERS LIFE OF I0WA—January 
business totaled $11,072,623, up $425,000. 
Ordinary accounted for $8,452,223. 

MASSACHUSETTS MUTUAL—January 
sales gain was $4,300,000. New ordinary 
amounted to $25,300,000. New policies is- 
sued in the first two weeks of February 
indicate another gain. 

PACIFIC MUTUAL—Paid for $8,313,000 

on 2,196 applications in February and 
$15,046,000 on 31,518 applications the first 
two months of 1949. 
* New commercial A. & H. premiums 
paid for in February totaled $28,100 and 
$50,416 for the two months. None of the 
figures includes group business. 

FRANKLIN LIFE—February sales 
(excluding annuities) exceeded $16,600,- 
000, up 13.4%. Production during the 
first two months gained 18.6%. The Los 
Angeles division held first place in Feb- 
ruary. C. R. Willsey, manager of the 
southside Indianapolis agency, led 
personal production for the month. 











in 








Texas Actuaries Organize 


Thirty actuaries attended a meeting 
at Dallas to organize Actuaries’ Club 
of Texas, electing Paul V. Montgom- 
ery, vice-president and actuary of South- 
land Life, as the first president. 

Everett Brown, actuary of Southwest- 
ern Life, is vice-president, and Lloyd 
Friedman, associate actuary of Great 
Southern Life, Houston, secretary. 
These officers, with H. Raymond 
Strong, actuary of American Hospital & 


Life, and George B. Pattison, actuary 
Rio Grande National Life, comprise the 
executive committee. 

Membership is open to all qualified 
actuaries for companies in Texas and 
adjoining states, and all who join by 
June 1 will be considered as charter 
members. 


MANAGERS 


N. Y. City Life Managers 
Plan Closed Forum on §213 


Life Managers Assn. of New York 
City has scheduled a closed forum May 
18# to discuss section 213 of the New 
York insurance law. The meeting will 
feature a fact finding discussion of the 
expense limitations embodied in the law 
and the problems it has created for the 
managers. Efforts will be made to de- 
termine what revisions will be neces- 
sary to knock the bugs out of the pres- 
ent law. Gordon D. McKinney, actuary 
National Assn. of Life Underwriters, 
and a representative of the New York 
insurance department, will attend. The 
meeting will be open only to genera! 
agents and managers. 














Pittsburghers to Hear Dechert 


Robert Dechert, general counsel of 
Penn Mutual, will be the speaker at 
the joint dinner of the Pittsburgh Life 
Managers Assn., the Life-Trust Coun- 
cil, the Allegheny County Corporate 
Fiduciaries Assn., and the Allegheny 
County Bar Assn. to be held March 29 
at the William Penn hotel. Mr. Dechert 
will talk on estate planning. The fi- 
duciaries’ association, the trust council, 
and the managers’ association will be 
hosts at a reception preceding dinner. 





General Agents & Managers Assn. of 
Northern New Jersey will hold a lunch- 
eon meeting at Newark, N. J. April 6. 





John A. Erskine, general agent of 
Mutual Benefit Life at Pittsburgh, will 
address the Pittsburgh Life Supervisors 
Club on coaching in the field, March 21 
at 12:15 at the Hotel Roosevelt. 





The Life Agency Cashiers’ Assn. of 
Indianapolis heard Frank Travers, vice- 
president of American United, discuss 
life insurance investment aspects. 





ASSISTANT 
ACTUARY 


Unusual opportunity with 
medium-sized New York 
City life company for a 
man under age 35, with 
Associateship examinations 
passed. Write to Box T-79, 
care The National Under- 
writer, 175 W. Jackson 
Blvd., Chicago 4, Ill. 
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Wash. UCD Act First Without Backing 


(CONTINUED FROM PAGE 1) 








a 

tion fund shall reimburse the disability 
compensation fund to the extent of pay- 
ment from the disability fund. If there is 
a private plan, the private insurer is 
subrogated to such rights as an individ- 
ual has under the workmen’s compen- 
sation act. ;, 

A further provision is that the general 
fund of the state is not obligated to pay 
claims in the event of insolvency of the 
disability compensation fund. 


Employer Can Pay 


A provision that the employer could 
pay any or all of the contribution was 
stricken from the bill. However, there 
is a provision that if at any pay period 
the employer fails to deduct the contri- 
bution from the wages paid the deduc- 
tion must be withheld from wages paid 
at the next pay period or the employer 
alone shall be liable for such contribu- 
tions and “the same shall not subse- 
quently be deducted by the employer 
from wages paid.” 

The state fund is required to pay 1% 
into the general fund, this being the 
equivalent of the premium tax paid by 
domestic insurers. 

A provision for experience rating, per- 
mitting a reduction in the 1% contribu- 
tion or an increase to as high as 14% 
was stricken from the bill in an amend- 
ment from the house floor. 


Refund of payroll contributions in 
excess of $3,000 annual wages is 
provided. 


With reference to private plans, the 
commissioner may assess up to 2% of 
the premium for administrative expense 
in supervising the private plans, the 
assessment to be paid by the insurer. 

A private plan may be approved if 
written with an insurer, and an employer 
who furnishes proof of financial ability 
may qualify as a self-insurer. Provision 
is also made for employes’ associations 
handling private plans, subject to rules 
promulgated by the commissioner. 


Passed by Narrow Margin 


The senate passed the UCD measure 
by the narrow margin of a single vote, 
23 to 22. 

The maneuver by backers of the UCD 
bill was to tack the measure on to senate 
bill 164 having to do with unemploy- 
ment compensation credits. The latter 
measure had passed the senate and when 
it reached the house proponents of the 
UCD bill—which had previously been 
bottled up in the senate rules committee 
and appeared to be dead—attached the 
entire measure as an amendment to 
senate bill 164. The social security com- 
mittee rapidly reported the measure out 
with a “do pass” recommendation and 
the house passed the bill by an over- 
whelming margin. 

In the senate, where opponents of the 
UCD measure had strong backing, a 
heated floor battle ensued. The maneuv- 
er short-circuited the rules committee 
and enabled the backers to get a vote on 
the measure. 

Under the rules procedure the vote 
to concur or not to concur in the house 
amendment was in order. The roll call 
vote showed 23 in favor of concurring. 
Had the proposal been in the form of a 
bill on its own it would have failed 
to gain the necessary constitutional ma- 
pority of 24. However, in view of the 
fact that the measure was an amend- 
ment to another bill, only a simple ma- 
Pority was necessary to pass the amend- 
ment. Following concurrence in the 
house amendment the entire bill was 
voted on and this showed 26 to 19 for 
enacting senate bill 164. 

Progress of the bill through the legis- 
lature stirred up something of a fight 
within the insurance business in the 
State. Some insurance men felt that if 
some of the out-of-state group writing 
companies had not acquiesced in the 
Proposal it would not have got through 
the legislature. On the other hand, a 
number of the companies have felt that 
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it was better to go along with a measure 
that would permit private plans than 
to oppose all UCD efforts and probably 
be faced with a monopolistic state fund 
plan. 


FLA. EXPLORES UCD IDEA 

At a meeting of Florida industrial 
commission at Tampa, the question of 
desirability of an unemployment com- 
pensation disability scheme was _ aired. 
The question was put forward by the 
commission in order to sound public 
sentiment. A number of insurance men 
expressed opposition to such a program. 

B Coleman, general counsel of 
Florida state employment service, said 
the benefits would be financed by a 1% 
tax on employes and the employer 
would contribute nothing. 

Labor leaders announced they are 
seeking an increase in range of work- 
men’s compensation payments from $12 
to $28 a week for life in event of total 
disability as against the present scale of 
$4 to $22 for 350 weeks. 

Attorney General Ervin was asked by 
Florida industrial commission to give an 
opinion on whether a payroll tax on 
employes to finance an unemployment 
compensation disability act in barred by 
the prohibition in the Florida constitu- 
tion of state imposition of an income tax. 
The attorney general said the question 
cannot be answered with any degree of 
assurance, because only the court in a 
proper case, considering a law that has 
been enacted, with its terms, provisions, 
and details, could give the answer. 

Mr. Ervin cited a case holding that a 
municipal license tax against lawyers 
with increased levies based on increased 
receipts was an income tax; another, 
that an attempt to exact intangible tax 
upon net income derived from trust was 
income tax; that license tax based upon 
gross receipts of corporations received 
for electricity, etc., was an excise and 
not an income tax, and a law providing 
retirement system for county officers 
and employes which required withhold- 
ing part of compensation is valid 
legislation. 


Union Mutual Names 
Fitzgerald at Quincy, Mass. 


John F. Fitzgerald has been named 
manager for Union Mutual Life at 
Quincy, Mass. He formerly was district 
manager of Massachusetts Mutual in 
the south shore territory and earlier 
was an Aetna Life agent. Hazel B. 
Price, associate general agent at Pitts- 
burgh, is resigning April 1 and returns 
to the field as a full-time agent. 





New Mexico UCD Bill Dies 


A bill in the New Mexico legislature 
calling for an unemployment compensa- 
tion disability law like California’s died 
in committee when the legislature ad- 
journed late last week. 


Mass. Mutual G. A.s 
Hold 3-Day Rally 


(CONTINUED FROM PAGE 2) 
John W. Boynton, Baltimore, Frank W. 
Drake, Birmingham, Kenneth W. Perry, 
Hartford, and F. J. Van Stralen, San 
Francisco, outlined their three-year 





plans for further development of their 


sales organizations. Charles G. Hill, 
group secretary, talked on group insur- 
ance developments. “Sales Ideas and 
Sales Trends” was discussed by Wil- 
liam R. Robertson, general agent at 
Boston. 

The conference was attended by 150 
general agents, company officers, and 
Wives. 

Speaking on the. proposed Congres- 
sional investigation of life insurance, Mr. 


Maclean said investigations are largely 
the result of growth and the accumula- 
tion of funds. 

“We believe these investigations are 
proper, and we are for them,” he said. 
“We think that any institution such as 
ours carrying so much of the public’s 
money and being the basis of so much 
of the public plans for the future, should 
be investigated ‘from time to time. It 
should, however, be done in an efficient 
manner and not just for the purpose of 
political aggrandizement. 


All in the Open 


“It is difficult to understand why a 
member of Congress will make state- 
ments to the effect that information 
about life insurance is hard to secure. 
There is certainly no business in the 
world that I know of where more com- 
plete information is available. In the 
records of the various state insurance 
departments the most elaborate informa- 
tion is compiled every year. All of this 
is public information and freely open to 
public inspection. 

“Again, competent state government 
supervisory machinery has been de- 
veloped which is as free from political 
interference as any great undertaking 
under our form of government can hope 
to be.” 

Mr. Maclean said thet when an insur- 
ance company sells its product, the eco- 
nomic fransactions are in no sense dif- 
ferent from those of General Motors. 
“General Motors sells a product which 
people use when they buy it,” he said. 
“We sell a product which is available 
when our policyholders want it and need 
it. There is no fundamental difference 
between the two types of business ex- 
cept that one returns the greater part 
of what it receives immediately, while 
the insurance company holds a substan- 
tial part of what it receives for future 
delivery.” 


Fischer Stresses New Organization 


Mr. Fischer emphasized that only 
through continuing new organization can 
sustained and continuing production 
gains be effected and that the successful 
accomplishment of such resuit can come 
only through steady infusion of new 
blood, intelligent and painstaking se- 
lection, thorough and sound education 
and training, continuing supervision, and 
constant and prompt elimination of those 


who, despite all the safetguards, fail té 
qualify. 

“That is the number one job, building 
new organization,” he declared. “It is 
the job of management to engage in - 
clear, courageous, creative, forward-look- 
ing analysis and planning and action. 
The intensity and determination with 
which we undertake the tasks will go 
far toward establishing the goals we 
attain. Our responsiblity is performance.” 


N. Y. Version of Cash 
Sickness Plan Unveiled 


(CONTINUED FROM PAGE 3) 


will ‘be created by contributions up to 
a maximum of six cents per week by 
each employer and employe from Jan. 
1, 1950 to July 1, 1950. To maintain 
that fund thereafter, annual assessments 
will be made against self-insured em- 
ployers, insurance company and ap- 
proved welfare plans. 

Sponsors of this bill point out that 
there will be no charge on public funds 
or tax revenues, and that there will be 
no need for the establishment of a new 
agency to supervise the program. 


CIO Viewpoint 


Although AFL is understood to be 
supporting the measure CIO is re- 
portedly strongly opposing it. CIO 
asks that the entire cost of the program 
be met by using unemployment insur- 
ance tax rebates granted employers un- 
der the merit rating law rather than by 
charges on employers and employes as 
the bill suggests. 

Proponents of the measure state that 
it is superior to the New Jersey type 
plan because the program subjects the 
state fund to the same regulations and 
taxation as the private companies. 

Representatives of management, or- 
ganized labor and the insurance busi- 
ness assisted the state in preparing the 
legislation. It may be regarded, there- 
fore, as the form of cash sickness and 
disability legislation that has the gen- 
eral acceptance of the groups that are. 
most directly affected by it. 





Ernest Routley, formerly branch man- 
ager for the company at Trail, B. C., 
has been named branch manager of the 
new branch office of Fidelity Life of 
Canada at Winnipeg. R. W. Smith be- 
comes manager at Trail. 
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A. & H. Congress Offers Varied Fare 


(CONTINUED FROM PAGE 6) 





long he is going to have to work to 
realize a certain income. He came to 
appreciate the worth of hard concen- 
tration upon one specific coverage and 
one goal. Sys 

He started off his drive enthusiastic 
about the A. & H. selling, because a 
folder prepared by his company had 
just waked him up. He then came to 
realize that if he were to sell anything 
he would have to be filled with the same 
sort of enthusiasm for his product. Mr. 
Stuart’s A. & H. selling led him on 
to much business in other lines. 


Ernst Lists “4 S’s” 


Carl A. Ernst, North American Life 
& Casualty, St. Paul, spoke on the 
“4 S's,” which he listed as “seeing 
people,” “speaking to him,” “showing 
him,” and “selling him.” 

On the first point he said many agents 
are blinded to prospects that they should 
recognize — people they would like to 
know and do business with. “Do I talk 
to them?” he asked. “Many I do, but 
most I don’t. Of those I do, I wonder 
about what I say.” Mr. Ernst declared 
that there is no such thing 4s a stranger. 
People know people. Two people, 


strangers to each other, meeting for the 
first time, will sooner or later play the 
universal game of “Do you know... ?’ 
The most important part of the agent’s 
job is “people to talk to.’ “We've got 
to constantly be a walking and talking 
inquisitor,’” he said. “From questions 
come the answers to the jigsaw puzzle 
of life’s problems.” Bi 

If the agent plans to start his inter- 
view by talking about what his policy 
will do, Mr. Ernst’s advice is: Don't. 
“Think about what he’ll need when not 
working or earning money,” he ad- 
vised. “I’m more interested in money 
than what any policy will do for me. 
Stress forcibly what money I will re- 
ceive, not what the policy will do, as I 
am the one concerned. Money talks, 
and talk money all the time.” 


Show What Income Will Do 


On the “showing” side, he urged espe- 
cially showing him what income insur- 
ance will do for him, as evidenced by 
claims paid. “Put him at_home in bed 
or in a hospital in a cast. Let him smell 
the flowers. Start paying the benefits. 
Ask him if he would like to have these 
dollars when he is sick or hurt. His 






























































) an in ne ee One © a ae) YEAR 
0A. 1 Statement— 7 
DECEMBER 31. 1948 
ASSETS 
Bonds (Amortized Value).......... A ak cecesvenesessnaresseeseseeee-eee$40,147, 966.99 
. S. Government ... oS ...- $11,641,551.00 
State and Municipai ... 1,845,590.63 
U. S. Railroad .... 5,496,618.56 
Public Utilities ... . 12,529,584.89 
adian ............... . 2,314,301,31 
Industrial ............. ene a .. 6,320,320.60 
Stocks (Preferred $2,400,924.95; Common $300,585.50)... ...........0....... 2,701,510.45 
First Mort vice (Farm $1,579,240.66; City $1,587,070.13; 
FHA $5,170,906.94; GI $408,424.33) 0.0.0.0... ccccccceccseeteecceseeeeneeeeceeneee 8,745,642.06 
Real Estate (Home Office $34,268.83; Sold 
Under Contract $110,113.11) ................. 144,381.94 
Loans on Policies ........0...000000......... 2 653.10 
Cash in Office and Banks ....... 1,081,534.86 
Accrued Interest and Rents .. Mabe 2,494.87 
Due from Re-Insurance Companies .. = 9,970.00 
Deferred and Unreported Premiums and 
Misc. Items (less mon-admitted) 2 eeeecceececeseesenescneeeeeeeee 197,480.84 
TOTAL....... $56,401,635.11 
LIABILITIES 
Policyholders Reserves ............. ...... aids coesseseee-e $00,022,630.73 
Polic san stnke a ...$44,562,658.06 
Supplementary Contracts ... 2,549,446.19 
Premiums .............. RB ours Me ee eee 1,686,710.06 
Dividends Left at Interest a 
Premiums Paid in Advance and Accounts Accrued.......................- 94,843.26 
Dividends to Policyholders Payable in 1949 
and Reserves for Deferred Dividends 385,782.76 
Reserve for Taxes Payable in 1949_: 150,000.00 
Reserve for Retirement Plans ...... : 886,229.24 
Death Claims Reported, No Proofs, Incl 
A Reserve for Not Reported 114,769.73 
rve for Miscellaneous Small Accounts .......... 52,335.91 
Additional Funds for Protection of Policyholders 4,695,043.48 
Capital Stock Pai Up ............cccccccccccccceceeetee eens 
Surplus from Trustees ........0..........cccecececeeccceseceseeeeeee 
Copengency Reserve for Dar tgigeting Business 
written since January 1, 1915 ......000000.0000-......- 1,011,942.31 
Unassigned Funds— 
Surplus 3,047,308.04 
TOs, > 3.2 os ..$56,401,635.11 
RECORD FOR 1948 
Insurance Issued, Revived and Increased $ 38,009,447.44 
Insurance in Force December 31, 1948 239,239,957 .37 
Increase in Insurance in Force .... 21,245,576.39 
TImerease im Assets 2................cccceccceecececeeceeeeeeeee 2,960,779.04 
Over 
; $88,162,738.06 
PAID TO POLICYHOLDERS AND BENEFICIARIES SINCE 1887 
H. S. Wilson C. H. Heyl 
President Agency Vice President 
J 
Bankers Life Insurance Co. of Nebraska 
Lincoln 











answer: ‘Sure, how do I get them?’ 
Tell him and show him about those 
claims.” He urged using human interest 
stories. Even if the agent has to invent 
some, it is justifiable if it moves another 
wage-earner to buy protection. : 

After seeing him, speaking to him 
and showing him money in Operation, 
Mr. Ernst advised: “Now sell him on 
you, your merchandise and your com- 
pany. Sell him up over his ears. Why? 
Because that will keep him sold and we 
know that keeping him sold is most im- 
portant because the business that pays 
is the business that stays.” 


Powell Refutes Planners’ Claims 


James E. Powell, vice-president Provi- 
dent Life & Accident, luncheon speaker, 
who presented a devastating refutation 
of the arguments of advocates of com- 
pulsory health insurance, said he thought 
that topic was a pertinent one at a sales 
congress because it involves a big sell- 
ing job on the part of A. & H. men 

He cited the claims that there is a 
large segment of the population which is 
unable to obtain proper medical care 
and then asked, in view of the fact all 
of the proposals contemplate a payroll 
deduction tax, how many of those who 
are unable to pay for medical care, most 
of whom are unemployed and often un- 
employable would be benefited. 

“Would it not be only fair and hon- 
est,” he asked, “to determine just whom 
we are trying to help and just how much 
this proposed plan of government com- 
pulsion will actually help those who need 
that help?” 

He analyzed in some detail the pro- 
posed “social security amendments of 
1949,” and pointed out many provisions 
that the average person overlooks be- 
cause of the great complexity of the bill. 

He declared that in this fight the 
agent’s part is vital as he can carry it to 
the grass roots. The program he sug- 
gested for the agents was, first, to in- 
form themselves to the greatest degree 
possible and secure accurate statistics, to 
present to friends, policyholders, lunch- 
eon clubs, discussion groups and similar 
bodies. He urged making contacts with 
doctors and hospitals, and get to the 
point where each one will be saying good 
things about the other. 


Tie Up Sale with Health 


George Fitzsimmons, superintendent 
of agents of Continental Casualty’s dis- 
ability division, declared that the most 
important thing in life is health. If it is 
impaired, income is upset. Therefore he 
considers that one of the most effective 
ways of selling A. & H. insurance is to 
get the income protection idea across by 
tying it up with the prospect’s health. 
The agent may have to listen to some 
long stories about the prospects’ ills but 
if he’s willing to do that, they will talk 
themselves into it. Furthermore, by ask- 
ing them if there has been a complete re- 
covery and whether there were any com- 
plications, he can find out immediately if 
they are insurable. 

“We are selling paycheck protection,” 
he said, “and it’s necessary to hold that 
purpose out in front all the time.” 

He declared that the least the agent 
has to say about his policy, if he can 
make the sale and get the money, the 
better salesman he is. He believes in 
letting the prospect talk and says “that’s 
the way to get him to like you.” More 
agents have talked themselves out of a 
sale than into one. 


Must Understand Responsibility 


He said many agents do not under- 
stand or appreciate their responsibility. 
Instead of calling the prospect a dumb 
jerk if he fails to buy, the agent should 
look into what’s wrong with himself. If 
a man the agent has failed to sell meets 
with a major catastrophe, with the re- 
sult that his wife has to take in washing 
and his children go shabbily dressed, it’s 
the agent’s fault. 

If an agent never has had the experi- 
ence of delivering a claim check to a 
wife who can’t wait to get out with it to 
buy groceries, he has missed something, 
Mr. Fitzsimmons said. It creates a feel- 
ing inside him that will be more effective 





in enabling him to make more sales and 
larger ones than any smart sales tactics, 

John . Lambert, Mutual Benefit 
H. & A., Cleveland, who has demon- 
strated his ability as a speaker as Well as 
his knowledge of unusual sales methods 
at a number of sales congresses, speak- 
ing on “Putting Color Into Your Sales 
Talk,” gave a number of graphic illustra- 
tions of how he does it. He believes 
strongly in the use of emotion in selling, 
He -said that logic can set up a good 
sales talk, but it needs emotion to close, 
He said the distance from a man’s heart 
to his pocketbook is much less than from 
his head, and therefore that is the path 
to follow. 


Jones Talks on Personality 


Wesley J. A. Jones, executive secre- 
tary of the ‘National association, declared 
that sales success depends on personal- 
ity, which he defined as the ability to 
influence the decisions of other people. 
He said it can be developed and listed 
among personality factors a genial smile, 
willingness and ability to talk, but not 
too much; asking the other fellow ques- 
tions about himself, showing interest in. 
what he is doing, and passing out* bou- 
quets—admiring what other people have. 

E. H. (Count) Mueller of Milwaukee, 
past president of the National associa- 
tion, closed the congress with a brief 
talk on the benefits to be obtained from 
such gatherings and declared that they 
far outweigh the petty cost of associa- 
tion membership. 

Sizable contingents from both the Mii- 
waukee and Peoria associations were in 
attendance and their officers were seated 
at the head table at the luncheon. 

President Irving Wessman of the Chi- 
cago association announced that the 
women’s division will have charge of the 
April meeting, at which the speakers will 
be Mrs. Helen Stevens Fisher, president 
Illinois Women’s Press Assn., and Mel- 
vin J. Evans on “Human Engineering in 
A. & H.” R. J. Wetterlund, Washington 
National, will speak May 17, which will 
be the annual meeting, and the annual 
outing will be held June 17 at St. An- 
drew’s Country Club. 


Western Holds Regionals 


Western Life held the second in a 
series of regional meetings at San Fran- 
cisco, the first being at Seattle. Home 
office executives on hand were R. B. 
Richardson, president; Lee Cannon, 
vice-president and agency manager; 
Floyd Young, vice-president and actu- 
ary, and Alex Kirk, secretary. The Cali- 
fornia department, of which E. V. Col- 
lins is superintendent of agents, led in 
production for 1948 and for the year to 
date. The third regional will be at 
Helena, Mont., April 4-5. 








Wood Provincial Manager 
Lionel E. Wood has been named 
provincial manager of Northern Life of 
Canada for Manitoba. He is a past 
president of Winnipeg Life Underwrit- 
ers Assn. and Winnipeg Managers Assn. 
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© BILLION 
OF the-2 5 leading life insurance companies, 
the 10 that advertise consistently in the Post 
have made the greatest gain. 




















The Saturday Evening Post reaches ' Pee 
the best prospects... people whose 
income and education are well 
above the average. Post advertise- 
ments get attention. People /ke 

to read advertising in the Post 
—far more than in any 

other magazine. 
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During this ten-year period the growth of ordinary life 
insurance in force among the ten consistent Post insur- 
ance advertisers has been two and a half times as great 
as that of the fifteen irregular or non-advertisers 
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